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Why Only Two Seasons? 


Garment Retailers Have Decided 


N a study made of the produc- 
[i of shoes, month by month, 

over a period of forty-one years, 
the fact has been brought out that 
the low point in factory production 
has been the month of July. This 
was true until the year 1925. In 
that year the low point came in 
June, and in 1926 the low point 
came in the month of May. These 
new low points appeared in women’s 
shoes, men’s shoes and children’s 
shoes. What does this mean? 

Are we developing a habit of 
making seasons each approximately 
five and a half months in duration? 
With hand-to-mouth buying, do we 
produce and consume in the same 
six-month cycle? If so, the shoe 
trade has one major season, that of 
spring, and one minor season, that 
of fall. If May is the 
new low month, then fall 
shoes are being talked 
about and orders placed 
in May for the produc- 
tion of June, July, Au- 
gust, September and Oc- 
tober, which production 
reaches its high point in 
the fall run in October. 

What reason is there 
for the shoe trade being 
a two-season business, 
when other trades develop 
and encourage more sea- 
sons? For example, the 
Garment Retailers of 
America met in conven- 
tion in New York with 
1600 members of the 


cloth and apparel trades 
in attendance. This meet- 





‘able. 


ing, held just a few days previous 
to the opening of April, resolved it- 
self into an indorsement of a plan 
sponsored by a joint retailers’ and 
manufacturers’ committee dividing 
the year as follows into seasons: 


HE opening dates of each season 

are Jan. 5-10, Spring and Easter 
merchandise; March 20-30, Summer 
merchandise; June 1, late Summer 
vacation and outdoor merchandise; 
Aug. 1-5, Autumn and Fall wear, 
and Oct. 10-25, Social-Holiday and 
Winter-Resort wear. 

The retail merchants are to fol- 
low the plan with appropriate dis- 
plays about three or four weeks 
later as the new things become avail- 
It is expected in the garment 
trades that the readjustment of the 





The retail merchant deals himself a new and 
better hand—five seasons instead of two 


on Five 


seasons will take up much of the 
between-season slack which has been 
a heavy burden to all branches of 
the textile industry. It is hoped 
that a general acceptance of the 
plan will distribute business more 
equitably throughout the year, 
rather than center activity within 
seasons of comparatively few weeks, 
leaving long, slack periods between. 


HE committee also believes “that 
the retail store will be in a posi- 
tion to give the public what it wants 
when it wants it. Four of the five 
season opening dates will be empha- 
sized by fashion shows, when the 
types of merchandise the committee 
has in mind for each of these sea- 
sons will be exhibited. This will 
give the openings uniformity of date, 
as well as indications of 
the character of ready-to- 
wear to be featured. The 
only season not to be fea- 
tured by a show will be 
the ‘vacation’ period.” 
The chairman of the 
five seasons’ committees, 
in presenting the plan, 
said: “The American 
people love clothes, love 
them for one purpose, and 
that is to buy them and 
put them on. The day 
when they hoarded up 
merchandise of any kind 
is past, whether it be 
linens, lingerie or ready- 
to-wear. It must be 
styled suitably for im- 
mediate service.” 
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Square throated pump in deep violet 
kid with a collar of perforated black 
patent. The button of gold filagree 
was enameled in a deep violet color. 


Costume jewelry goes still farther. 

Here is a brocaded slipper with a 

chain strap in gold. or silver kid, 
stitched around the metal frame. 


Two shades of green—dark green 

heel, quarter and throat, upper and 

strap of apple green, showing 
through the cut holes. 





Black satin with lapels and narrow 
strap of gold. The lapel effect is the 
newest note in Paris. 














SHOES NOT SO WILD 
SAYS PARIS 


By Albert G. Laney 


(To give the worléa picture of how Easter will 
look, the Parisian celebrates Mi-Careme, which 
is one day of gayety in the middle of Lent. It is 
a glimpse behind the scenery so that the wide 
world can see Paris at its best.—Editor’s Note.) 


has received the attention it did in the old 
days before the war. Paris was out en- 
masse and holiday making with the laughing joy- 


| NOR the first time since the war, Mi-Careme 


fulness that is to be found nowhere else. But . 


there was something else for those who looked 
for it. The dress rehearsal for Easter finery! 

Jean Patou first borrowed this idea from the 
theater, and gave the press an opportunity to see 
his new collections in all the gayness of a formal 
setting the evening before his opening. Other 
couturiers quickly adopted the idea. Now Paris, 
herself, has quietly taken over the same notion 
for this one day of gayety in the middle of the 
six weeks of soberness of Lent. And what a 
day Thursday was. 


HE weather was warm and sunny, everyone 
turned out on the boulevards, the Flower 
Battles and Carnival festivals of Cannes 
and Nice were mild affairs in comparison. 
Paris is herself again. The procession itself 
was gorgeous, the Queen of Queens and all 
her lovely ladies in waiting, queens of 
other arrondissements or other trades, 
Miss France, who is soon to go to the 
U. S. to enter the Atlantic City contest. 
all gowned by famous houses, 
rode on their triumphal cars, fol- 
lowed by the gay floats of the ee 
mosque, of the Free Com- 
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munes of Montmartre, Mont- 
parnasse, St. Quen and what 
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Many of the crowds were in carnival attire. 4 
Those that were not followed their Queen for a 
day, and gave their new spring finery a tryout. SV. 


ARTICULARLY appropriate was the launch- 
ing of a harlequin shoe in black and white. ea HH 
The vamp was of black lizard grain. So was one 
side of the quarter which was carried over as a 
collar trim on the vamp. But directly in the 
center of the shoe it was reversed showing an 























The lattice effect of the Eiffel Tower 
translated into a flesh-colored kid, 


opposing side of white verni which made the color strap and trim of gold kid, net work 
of gold thread and brilliant steel 
center ornament. 


of the vamp and the quarter on the opposite side 
of the shoe. To complete the novelty, the heel 
was of black on the white side of the quarter and 
of white on the black side. Despite its daring the 
shoe was really most effective. 

The lapel trim is becoming more and more pop- 
ular, and was noticed at the Claridge tea recently 
both as a quarter and a vamp trim. One lovely 
beige suede shoe had a smartly turned revere on 
the quarter that quite reproduced in line the coat 
lapel with which it was worn. The vamp was 
outlined and the strap of the shoe was of black 
patent. Another smart shoe used the lapel trim on 
the vamp in dark blue on a shoe of black kid. on pate i ae one 

The blue was used for the extremely narrow sat ‘strap. 

ankle strap, which was placed rather low and 

which continued across the quarter of the shoe. 

The austerity of a square throated pump no- 
ticed at a large tea at the du Rhin was the es- 
sence of chic. Of the new deep violet kid, it 
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ONY MINE NININNAXKAIART RRS ' 





™ had a narrow facing of stitched black patent 
around the throat and was fastened with a 
gold filigree button with touches of the 
violet in the enamelling. Our fourth 
model of the week was worn with a Lanvin 

gown, and was in two shades of ; ; 

; Harness buckle one strap in a semi- 

green. The scalloped flounces of sport shoe in gray lizard and gray 

the frock were reproduced in the suede. 

lower half of both quarter and 
= ma vamp and were of the deeper 


shade of green overlapping the 
very light shade which made 
the upper part. 





tid | 




















Paris thinks a lot of dark blue. It 
will be a French factor for fall. 
The long lapel effect is a new Paris 
bid for simplicity. 
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Getting More Shoes Sold Right 





Debunking Style 


T is repeatedly asserted that jazz is the life of 

the shoe business, that if it were not for the 
high styles and constant changes there would be 
very little shoe business. Is that really true? 
What shoe merchant or manufacturer can point to 
any great pile of profits accrued from jazz styles 
alone? Is there really any profit in this changing 
of styles, lasts, patterns, leathers and findings? 

Let us take a look behind the scenes of some 
truly great stores. It will be found that the vol- 
ume trade, the back bone of the business, is actual- 
ly done on the more conservative, substantial sell- 
ers like arch supporting shoes, established lines, 
advertised lines. 

Time after time this writer has walked through 
one of the biggest shoe stores of a city and ob- 
served the trend of buying. Every day of every 
week the department devoted to special feature 
shoes does an even, steady business. Business in 
the departments where style is the feature is 
spotty, in and out, up and down. 

Merchants have been asked if they were consid- 
ering throwing out any of the specialty lines to 
make room for more jazz styles. They have looked 
at the questioner as if he were a bit off in the 
upper story. The answer comes emphatically: 
“Certainly not. That is our bread and butter.” 

Very recently the writer interviewed a merchant 
who has gambled in style as the Monte Carlo ad- 
dict plays roulette. He is known as a style picker 


—_ 
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and a big money maker. His store has been over 
run with flappers and jazz babies. The man has 
aged ten years in two. He is wan and worn. He 
said frankly in answer to the question—is style 
profitable—“I have come to think that I am play- 
ing the game wrong. I have sold many shoes but 
I have taken many losses. Every week I see beau- 
tiful shoes go out of my doors at reduced prices 
simply because the fickle-minded flapper suddenly 
turned to some new fad that I did not happen to 
have. I have been fairly successful in out-guess- 
ing them, but it is a heart-breaking business. It is 
getting my goat. I wish I had built this business 
on some of those lines that sell steadily and safely. 

There is one man who sees a glimmer of light. 
He realizes that there must be stabilizing influences 
in a shoe store as well as glitter. 

Another shoe man recently re-visited after a 
lapse of twelve months, gave an insight into the 
situation truly illuminating. A year ago he was 
complaining of his volume and wondering what he 
might do to pull it up. He was advised to put in 
the best line of children’s shoes obtainable and push 
them to beat the band. The other day he said that 
business in women’s style stuff was rotten, but that 
his children’s trade was going along fine. There 
you have it. Semi-staple lines bearing the burden 
and style stuff going begging. 

Is the jazz baby a profitable customer? Is wild- 
ness in fashion really the source of profit? Let’s 
give this some thought. 


Ford Quits 


AVING proved that nothing is impossible to 
the man who will use basic business princi- 
ples, Henry Ford quits operating stores selling 
merchandise and food stuffs to the general public. 
A number of weeks ago we had a clean-cut 
statement of facts as to how Henry Ford operates 
his factory shoe store. We also gave warning that 
he was planning to open up shoe stores in general 
service to the public. We painted a true picture 
of his method of buying and selling, and put it 
frankly that there wasn’t a loop hole that a knife 
could be stuck through. 

A meeting was held of the Michigan Retail Gro- 
cers’ Association; and speakers fought for the floor 
to denounce the automobile manufacturer. It 
wasn’t their shouts that made him discontinue sell- 
ing to the public. It was the business-like presen- 
tation by an individual who indicated very clearly 
to Mr. Ford that it wasn’t “the sporting thing to 
do.” 

Ford decided to stick to his last (making cars), 
not because of threats, but because of a new-found 
conviction that it wasn’t his function in the world 
to save pennies for everyone. He proved to rail- 
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roads that economies would make profits and he 
tried to show merchants the fundamentals of sell- 
ing were sound and upon simple rules a business 
could produce a profit. 

We hope that his next step forward will be to 
abolish the commissary stores within his own 
plant. F. P. A., the columnist said, “The real rea- 
son Henry Ford discontinued his retail meat busi- 
ness was because a large number of wise crackers 
came in asking for ‘fliver’ and bacon.” 

What the retail industries of this country need 
is some one sound economist to visit all the com- 
misary business operated by industrial plants, mine 
companies, etc., and put before them the fact that 
the worker’s wage envelope is not increased by the 
left-handed savings possible in a company’s store. 
Big business has enough problems without adding 
to it the paternalistic job of peddling food stuffs 
and raiment. The majority of big industries have 
abolished nurseries, club houses and the fancy frills 
of social service. 


Tell ’em NOW 


SHOE retailer stood in his front doorway be- 
wailing the times, the people and the low 
estate to which the shoe business had fallen. Down 


the block a few doors 6 5 
away the matinee V 
The ‘Reason Why 


MONTAGUE-McHUGH 
Bellington, Washington 


crowd was pouring out 
of a moving picture 
show. 

“Look at that,” 
moaned the retailer. 
“Look at that crowd of 


cheap picture dump. 
They swarm in there 
and pay 35 cents to see 
a show that I wouldn’t 
walk ten steps to watch. 

Here my store stands 


lished today. 


empty. What is the 
matter with people, 
anyhow? | 


The Observer asked: 
“Have you a copy of 
your local newspaper ?” 

“What’s that got to 
do with it?” the retailer 
answered, Yankee fash- 
ion. 

“It may have a lot to 
do with it, let me see 
your newspaper and I 
may be able to find the 
answer for you.” The 
paper was produced. G 


terms. 








? As a subscriber to four trade journals, some 
saps coming out of that | relating to shoes and some not, I think the BOOT 
& SHOE RECORDER the best trade journal pub- 


Have been a subscriber several years and feel that 
the subscription price paid has been only a drop in 
the bucket as compared to the amount of good I 
have been able to derive from it. 


Very truly yours, 
(signed) 


* * * 
There is nothing more gratifying to the editor 
or publisher of a great magazine than evidences 
of reader interest and appreciation. 
Mr. Wilde likes the RecorvEerR and he doesn’t 


hesitate to voice his approval in no uncertain 


A few cents a week keeps him posted on the 
shoe news of this entire country. 


tues 4° 
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The Observer turned the pages rapidly. He pointed 
out a half page advertisement of the movie show 
and a half column of reading matter in which the 
show was reviewed and praised. Also people were 
advised to go see it. Turning on through the 
pages the Observer asked: ‘“Where’s your ad? 
Where’s your reading notice? What are you doing 
to win people into the habit of coming into your 
store instead of into the movie?” 

_ And, there is the answer for a lot of merchants 
who complain of the conditions in the shoe busi- 
ness. They are making no endeavor to get the 
public interested in shoes. They are standing idle, 
wailing, complaining but doing nothing. Look at 
the movies. 

Editors know that human interest is the big thing 
to sell newspapers. And behind all that is an enor- 
mous expenditure of money in advertising pictures. 

Think it over, gentlemen and quit wailing long 
enough to get a vision of what is going on in the 
world outside your stores. 


When is a “Model” 
not *Model’’? 


GREAT many merchants seem to be puzzled 
over the status of models at conventions and 
in sample rooms. Some of them seem to be un- 
able to differentiate be- 
tween a model and a 
hostess. For the bene- 
fit of those who are in 
doubt we define as fol- 
lows, the gradations 
and variations: 
When she has a 
funny foot and a vamp- 
ish look—she is not a 


model. 
When she “enter- 
tains” by petting or 


cuddling in a corner— 
she is not a model. 
When she drinks syn- 
thetic gin and domestic 
Scotc h—she is not a 


A. H. WILDE 
Dept. Manager. 


model. 
When she “Charles- 
tons” or “Blackbot- 


toms” or does cabaret 
stunts—she is not a 
model. 

When she does any- 
thing other than try on 
shoes and show them in 
lady-like manner— 
she is not a model. 


President 
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Where the Men’s Trade Thrives 


Extra Pair Sales Almost the Rule at the Geo. Muse 


Te men’s shoe business is 
good. If you don’t believe it 
ask Charles P. Brady, who 
buys for the George Muse Clothing 
Store in Atlanta. 

In an interview, broken by many 
customers coming in to buy several 
pairs of shoes at a lick, customers 
who invariably asked for “Charlie” 
and were so well trained that they 
never went out with a single pair 
purchase, some interesting informa- 
tion was gleaned. 

“This is a great section for friend- 
ship, so call-trade is encouraged. In 
fact, it is the basis of our success. 
Did you ever see a High School 
parade marching down the street 
and wonder how many of the boys 
you could call by their first names? 
Do you ever stop to think that this 
same parade is going by a store each 
day, not in uniform behind a band. 
but in twos and threes, looking in 
the windows, looking for something 
new that appeals to the youthful 
eye. If a store has earned the repu- 
tation of having the fast new styles 
that these young fellows like and 
wear and has also earned the repu- 
tation of being ‘a regular store’ 
that treats its trade square, this 
parade will stop. What is more im- 
portant, the marchers will buy. 


66 HE new stuff must be shown. 
It is not good business merely 

to put these warm ones in stock. They 
must be sold. One pair of startling 
shoes in a school or neighborhood 
will do more real advertising than 
a large sized newspaper ad. There 
is always some leader or daring 
spirit who wants to be the first one 
with new styles. Almost every 
town has at lease a couple of hun- 
dred fellows who will buy new shoes 
every month or so, provided someone 
will furnish them with plenty of 
brand new styles in keeping with 
the times. A lot of extra pairage 
comes from the trade of these boys. 
“Nearly everyone has a dream. 
Mine is to sell $500,000 worth of 
men’s shoes in this department. 
This is not impossible, and we are 


Clothing Co., in Atlanta 


Based on an interview with 


Charles P. Brady 





“Charlie” Brady’s success in the 
men’s end of the shoe trade (and 
he IS one of the most successful 
merchandisers in the country) can 
be summed up in two words—en- 
thusiasm and genuine belief in his 
merchandise. He bubbles over with 
love of his job. He honestly be- 
lieves that he is located in the best 
city in the country, in the best store, 
has the best sales force and handles 
the best shoes. Why shouldn’t he 
be successful? 





all working to make it come true. 
We aim to get a definite increase 
every day over the year previous— 
12 per cent additional, to be exact. 
Each morning we get from the office 
the amount of our quota, and then 
this is proportioned among the sales- 
men. It is up to them to get that 
stipulated amount in sales that day. 
If it is a dark, rainy day, with the 
trade inclined to be a bit draggy, 
the men are forced to use consider- 
able resourcefulness in order to 
make the grade. In such emergen- 
cies as this, the value of personal 
trade is fully appreciated. All the 
salesmen have their own card rec- 
ords of their customers which they 
keep themselves. Recourse to these 
cards helps out, as many a customer 
is telephoned to and reminded that 


today is a good day to buy some new 
shoes. 

“There are enough colleges around 
here so that each salesman has one 
assigned to him that he can play 
with and develop the trade. All mail 
orders coming from that college are 
credited to the salesman, whether he 
is actually responsible for the sale 
or not. Hand written personal let- 
ters sent to the students by the 
salesmen do much to cement the per- 
sonal, friendly feeling that exists. 


66 ECOGNIZING the customer 
and greeting him properly is 
75 per cent of successful selling. 
Knowing the names of most of your 
salesmen is a mighty valuable asset. 
Take the case of the man who has 
not come into the store for a year. 
Call him by name, and he is knocked 
off his feet. No man ever objects to 
being called by his name. There is 
no floorman in this department, but 
each salesman acts in that capacity. 
A customer is spoken to the minute 
he enters the department. If all are 
busy, the fact is made known to the 
customer that he will be served quite 
soon. Should he seem to be getting 
nervous, he is just handed the Arch 
Preserver chassis to play with. 

‘An old boss impressed a truth on 
me long ago that I never forgot. If 
a customer walks all the way to meet 
a salesman, the chances are 10 to 1 
that he will never be sold. The fact 
that the salesman walks up to him 
and asks him to have a seat usually 
means that he is under your control. 
Sell shoes first and visit afterward, 
should there be any time. Then 
when the next customer comes in. 
you will be free to wait on him. 

“There is only one way to handle 
the customer who comes in fussing 
and cussing. Just say, ‘We know 
that we can fit you, but are sorry 
that we can’t suit you.’ 

“Don’t try to argue with them. 
Use the same tactics on the wild bul! 
who roars about a supposedly poor 
pair. In this case, give him his 
money back so fast that it will scare 
him. Let customers sell themselves 
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A clever way of displaying shoes utilised by Lane Bryant in New York City. The 
wooden compartments are highly lacquered in a color to harmonise with the ‘color 
scheme of the window. There its one number in each compartment. The advantage 


claimed for this method of display is that it forces the window shopper to look at 
She can’t flash her cye all over the map and get only a hazy 


one style at a time. 


impression of the merchandise on display 





shoes, that is, if they pick out a 
style anywhere near what is suited 
to them. Compliment them on their 
judgment, ‘and the most pleased man 
in the world will go out bragging 
about the good treatment he re- 
ceived. 


“ ULTIPLE sales to men are 

the usual thing with us. If 
by chance any of the boys or I do not 
sell two or three pairs of shoes to a 
customer, we immediately review 
the sale in our minds to see where 
we fell down. One thing that helps 
greatly in selling double headers is 
that if a shoe is considered worth 
carrying in one color, its duplicate 
is carried in black. However, 65 per 
cent of our sales are tans against 35 
per cent blacks. The usual com- 
bination for us to sell is one pair of 
street tan shoes, one pair of street 
black shoes and a pair for sport 
wear. Dress and semi-dress shoes 
help to swell the pairage, as do the 
fast styles, such as alligators, two- 
tones, etc. 

“Many extra sales come from hav- 
ing extra new styles. Every manu- 
facturer that we do business with 
has a standing order to make us a 
pair of 8C on each new shoe that 
they dope out, whether they put it 
in their line or not. We successfully 


play many shoes that the factories 
think are too crazy to fool with. 
This is one of the ways that keeps 
us on our tiptoes as leaders and 
maintains the store’s reputation as 
a style center. It all reverts to this 
idea: Create shoes that are good, be 
the first to get the new ones before 
the public, keep new ones coming in 
all the time and fill in only on the 
sure-fire repeaters. 

“To merchandise these shoes, it is 
necessary to match them closely. If 
a style does not sell 20 per cent in 
30 days it is P.. M.’d; and if that 
does not do the trick, other means 
are used that will show action. We 
never have a sale, yet the stock is 
always kept clean. All odd lines are 
grouped under one common stock 
number and are kept sized together 
at the end of the grade they are in, 
as, all $12 odd tans are together 
under one number, and so on. If 
the sizes of these odds are badly 
broken, some new shoe is bought to 
fill in the missing sizes, a shoe near 
enough to the old ones so that a cus- 
tomer may be easily switched. This 
allows the buying of new shoes in 
a full and complete run of all sizes. 

“All salesmen have their favorite 
shoes, so in buying the men are al- 
ways given a chance to pick out the 
ones they like best. In this way, an 





average of 90 per cent favorites re- 
sults, which means much easy sell- 
ing. The boys ‘selling’ their favor- 
ites to the other boys in the 
department accounts for this high 
average. This also accounts for the 
fact that there are three men who 
sell $42,000 a year each and several 
who each sell better than $30,000. 
They like the shoes themselves, so 
can sell them to their personal trade 
with complete confidence. 


66 E have shoes that men want 

in the grades that they like 
to buy. With prices from $6 to $14, 
a man is able to pick out almost any 
good style that appeals to him. One 
thing is uppermost in our minds 
when buying—that of keeping sepa- 
rate and distinct styles in each grade. 
The same general style in the $10 
line is entirely different from that in 
the $8 or $12 one. The top grade is 
bought only from one firm. The 
man who makes the $10 shoes does 
not make any other grade for us. 
This keeps the different grades from 
having the same earmarks. As a re- 


sult, we sell more shoes in each 
grade. For example, the $8 grade is 
full of college effects, a _ typical 


young man’s line, and here one will 
find 12 different kinds of heels. 
“The satisfactory adjustment of 


[CONTINUED ON PAGE 106] 
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Dressed for the wedding. 


Photo taken during Madame Jeffries’ style show at the Keith- 


Albee Theater, Boston 


Using Theatres to Sell Shoes 


A New Wrinkle in Retail Merchandising 


AKING the shoe to the pub- 

! lic, via the vaudeville, theater, 

is a comparatively new method 
of merchandising footwear. It is 
one which synchronizes well with the 
tempo of the American people. Such 
was a recent week’s showing at the 
Keith-Albee Boston Theater, when 
New England shoes, leather and 
hosiery for spring and summer, in 
connection with other items of the 
coming seasons’ fashionable apparel, 
aroused the interest of an audience 
of 60,000 persons. 

One local merchant reported the 
best week’s shoe business he has had 
this year; and many other shoe store 
managers told of single sales of sev- 
eral pairs where the theater pub- 
licity was mentioned. 

For Madame Hamilton Jeffries, 
the style show director, identified 
each model’s gown, hat, hosiery and 
shoes, not only giving the name of 
the manufacturer, but that of the 
store where they could be bought. 

Never before have shoes and 
hosiery been presented to the pub- 
lic more clearly, or attractively. 
Madame further’ described the 
leathers from which the shoes were 
made. She even gave the names of 
the tanners. 

Madame Hamilton Jeffries is a 
shoe. woman by inheritance, as well 
as by association. She is the daugh- 
ter of T. A. Bresnahan of Lynn, 
the inventor of the T. A. B. cutter; 





The public was shown the blend of 

rosewood and peachwood calf by the 

A. C. Lawrence Leather Company in 
this wide-open shank sandal 





The public was surprised to learn that 
pasha calf leather in its zigzag design, 
with brierwood trimming, went all the 
way from the Hunt Rankin Leather 
Company's Peabody tannery to Paris 


she has a Metropolitan Opera voice; 
has sung at the New York Hippo 
drome; and has played on Broadway) 
She opened her act with a popular 
song, and then presented her models 
as they tripped daintily forth from 
behind rich velour draperies, and 
down the leather carpeted stairs, 
flanked with tall vases in blue, filled 
with huge bouquets of yellow flow- 
ers. Antique bronze lanterns and 
two richly carved chairs gave an 
added accent of richness and beaut) 
to the scene. Novelty dances wers 
introduced, the act concluding with 
the June bride and her eight at 
tendants. 


HE Keith-Albee Theater man 

agement cooperated well in this 
business boosting movement. In ad- 
dition to the regular programs and 
advertising, the act of Madame Jef- 
fries was announced in a special 
folder. This folder contained the 
ads of some of the footwear and 
leather exhibitors. 

Madame Jeffries showed the thre« 
new shoe colors chosen for fall— 
briarwood, andorra and whippet; 
and predicted that black and white, 
which is high in favor in the gar- 
ment mode of today, will give plac« 
to brown tones of beige, gray and 
blue colorings; she said that the 
vogue of dark blue will continue int« 
the fall. 

Much credit is due Thomas F. An- 

[CONTINUED ON PAGE 106 
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What to Buy the Day After Easter 


Six Merchants Help Set the Style 


[We are going to see one of the greatest . 


color seasons ever, but it has needed sun- 
shine to bring it out. There is a time and 
place for color, and it is when sunshine 
overpowers gloom. Follow nature and you 
can’t go wrong. Is it logical to expect black 
shoes in mid-summer when they absorb 
every bit of heat? Itis not. We are to see 
whites, despite all trade opposition, for it 
is in the social sunlight this summer. 

We asked six leaders in the industry to 
telegraph us as if it were already Easter 
Monday morning and they were ready to 
buy. These opinions keynote the coming 
season.—EDITOR’S NOTE. | 

* * * 


John J. Holden, Plain patent leather and 
New York. patent trimmed _ shoes 
will undoubtedly con- 
tinue to be in popular demand during May 
and June. I look for the greatest demand 
of the season, however, in colorful shoes, 
during these two months as the costumes 
that will be worn then will be more suit- 
able with colored shoes than they have 
been during the past three months. In 
other words, color should be at the height 
of its demand during May and June. A 
great number of merchants are neglecting 
shoes of genuine reptilian leathers. There 
is a tremendous demand for these and 
there is no doubt that it will continue in- 
definitely. My white purchases are 40 per 
cent of what I sold last season and I do not 
expect to sell a maximum of more than 60 
per cent of last season’s sales. 
* * * 
Recommend buying for 
advance selling in wo- 
men’s shoes, 70 per cent 
patent leather in cut-outs, open shank san- 
dal effects, and plainer types; 15 per cent 
blondish shades of colored kid, and the re- 
maining 15 per cent with a sprinkling of 
gray, white, pastel parchment and a few 
colors, such as reds, greens and blues. 
* * * 
Beyond a question of doubt 
in uor minds, based on the 
calls now, white glazed kid 
and black shoes; patent leathers first call. 
Increased demand for plainer and better 
fitting patterns. 


Frank Werner, 
San Francisco. 


O. S. Poe, 
Little Rock. 


“No One Has Bought Enough Whites for Summer” 


In our judgment, colored 
kids in pastel parchment 
and water lily will carry 
through the entire season in volume. We 
also feel that novelties in cloth effects and 
woven effects, such as Japanese fibers and 
straws, etc., will sell, and we believe that 
there will be some high colors sold, such 
as reds, greens, blues, orchids, etc. In the 
staple shoes, whites, confined almost en- 
tirely to plain, simple styles. When it 
comes to trimmed shoes in colors, water 
lily, in our opinion, makes a softer, more 
beautiful effect in trimmings than white. 
Lastly we must include reptiles, such as 
lizards and snakes, as being very ultra, 
although not any volume. Patterns will 
include pumps, D’Orsays, dainty strap 
effects and some tie effects. 

* * * 


Harry E. Fontius, We believe colored 
Denver, Colo. kids will lead in May 

and June _ selling, 
with patent leathers next, and some white 
kid in strap patterns will predominate over 
pumps. Ties are very good in semi-staples. 
Patterns with Cuban heels will sell nearly 
as readily as Louis heels on medium round 
toe lasts. 


Al. Gude, 
Los Angeles. 


* * * 


I have all my after- 
Easter buying planned 
to anticipate a demand 
on the light colors of grays and beiges. Up 
to this time the weather here has not been 
warm enough to make these shades volume 
sellers, and consequently we find black 
patent the strongest in the demand. After 
the first of May I believe that there will 
be many white shoes, and white shoes with 
colored trims, the logical complement orf 
the gay prints with white grounds. No one 
has bought enough whites, in my opinion. 
That is what happened last year. We 
should not allow a shortage on whites to 
occur this year—and with white shoes plan 
for hosiery on the pale ivory and pale nude 
shades. There will also be a demand for 
the new Toya straw sandals, which resem- 
ble the Panama hat braids and which will 
appear in all of the leading colors. For 
smart walking shoes for women the tan 
shades will be popular sellers. 


Gordon McNeil, 
Boston. 


Gorpon McNei. 
Thayer McNeil Co., Boston 
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Color as an Aid to Sales’ 


The New Cinderella Slipper Shoppe of Cleveland 
Dolls Itself Up in Blue and Gold 


Several fea- 
tures worthy of 
note have been 
combined in the 
new Cinderella 
Slipper Shoppe, 
recently opened at 
1315 Euclid Ave- 
nue, Cleveland, by 
Thomas L. Wilson 
and I. J. Proper, 
both well known 
in the retail shoe 
world. They will feature $7.00, $8.50 





Thos. L. Wilson 


and $10.00 shoes. 


Mr. Wilson, president and gen- 


if 


foe 


eral manager, has spent 
the last ten years as 
buyer and manager on 
Euclid Avenue, having 
been with Pocock-Wol- 
fram, the Ames Com- 
pany and the Forsythe 
Shoe Company. His past 
experience and natural 
ability make him an 
ideal merchandise man- 
ager for this grade of 
shoe. 

Mr. Proper, treasurer of the newly 
formed company, owns and operates 
four other stores in Cleveland in ad- 
dition to the Cinderella Slipper 
Shoppe. All his stores handle wo- 
men’s shoes exclusively, in the me- 
dium to better grades, and operate 
successfully in the face of low-price 
competition. His first store was 


opened in June, 1912. 
The color effect of the entire store, 
from show window to cashier’s desk 


in the rear, is one of soft, warm 
blues and rich, subdued gold, ac- 
cented with black. And this color 
ensemble is further lighted and re- 
flected in the store and its windows 
by a multitude of Venetian mirrors, 
each with a cleverly wrought can- 
delabrum set in its center. 

The new broken-angle display win- 
dows are unusually efficient, because 
they are floored at knee-height so as 
to give an easy, natural perspective 
to the displayed shoes and hosiery. 
Wrought-iron fixtures of rose-gold 
and blue harmonize with walnut 
plateaus edged in blue-gold finish. 
The window 
background is 
of heavy drapes 
in a harmonious 
mixture of the 
prevailing color 
scheme. 

The entire 
selling floor is 
chickly carpeted 
inluxurious 
blue and gold, 
with an artistic 


SERS 
a 


Aas 


Noteworthy 
features are 
the hosiery 
counter and 
cosy corner at 
the right 


touch of black. 
The store fixtures 
naturally blend in 
the setting with 
their Prussostone 
blue and gold 
striping, as do the 
armchairs of gen- 
erous, hospitable 
size, with Spanish 
leather seats. 
Foot mirrors are 
set in the wall 
case and correctly tilted and lighted. 
The total effect of the sales floor is 
that of a well-appointed home, 
merged with the most modern de- 

vices for efficient merchandising. 
Two special features deserve par- 
ticular mention: The hosiery counter 
and the cozy corner. Hosiery is car- 
ried in glass front drawers, each 
catching the eye with an illuminated 
display case in its center. Each 
drawer carries four sizes, and their 
particular color can easily be checked 
through the glass front. Selling 
cases and display cases are of the 
new glove-case type—glass front and 
. top, with solid wood ends. 

AY I 





I. J. Proper 


Facing this hosiery 
counter, as one enters, is 
' a cozy corner for the 
' waiting customer or her 
friend. Beneath one of 
the typical Venetian illu- 


“3 








minated mirrors is a con- 
sole table and over-stuffed 
chairs upholstered in blue 
and gold damask. The ar- 
rangement, while formal, 
is inviting. 
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Getting a Real Net Profit 


It’s a Problem of Proper Mark-Up, Proper Mark-Down 


and Proper Arithmetic 





RIT HME- 
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averages proves 
that this cannot 
Grade A. 

Take “C” first. Those giving this 
answer have no business experience, 
so they do not know or realize the 
hazards in merchandising any com- 
modity, least of all, shoes. They are 
of the class whose belief is that any- 
one who makes 100 per cent profit 
selling a necessity of life should be 
locked up. 

“B” comes next. He is in business, 
but not a business man, though he 
thinks he is. His reasoning is: 

“Someone told me it costs about 
30 per cent to do a retail shoe busi- 
ness. The mark-up is 50 per cent on 
the selling price, so the profit must 
be 20 per cent.” 

He is like the cotton planter who 
tells his wife that they are going to 
get rich this year, as all the planters 
have agreed to plant half their usual 
acreage, while he is going to out- 
wit everybody by doubling his. 

Friend B dopes it out that he can 
corral all the shoe business by means 


be done,” qualifies 


of a close margin of profit. He owns 
his own building, does his own book- 
keeping (?) and sells most of the 
shoes. He figures that his overhead 
is almost nothing, for he has no rent 
to pay nor any bookkeeping expenses, 
and the salaries paid to his one or 
two clerks are small. He will take 
the shoe that costs $6.00 and sell it 
for $8.00, making $2.00 a pair for 
himself. But will he? See what “A” 
says. 

A’s qualification is the right an- 
swer to the original problem and is 
also the right reason to the apparent 
lack of real net profits in the average 
retail shoe store. 


ET’S take an imaginary example 
from a real concern. The Saxon- 
Cullum Shoe Company of Augusta, 
Ga. Experience has taught ‘them 
that the profit on a line of shoes can- 
not be determined until every pair 
has been sold. To get this important 
data, the lower right hand corner of 
their stock sheets has a space pro- 


were received 
March 1. The shoes cost $6.00 and 
were marked to sell for $12.00 with 
an immediate P. M. of 50 cents. 
During March 28 pairs were sold. 
This was not considered good action, 
so on April 1, with the sizes badly 
broken, the line was reduced to $7.85 
with the 50-cent P. M. retained. 
May 1 saw 6 pairs remaining, so the 
price was further cut to $5.95. 

Now for the net profit. Of the 48 
pairs bought, 28 were sold at $12.00, 
a gross profit of 50 per cent; 14 pairs 
at $7.85, or 22 per cent gross profit; 
and 6 pairs at $5.95, or a loss of 
nearly 1 per cent, so this purchase 
figures: 


Cost. .48 pairs at 
Sold. .28 pairs at 
Sold. .14 pairs at 
Sold.. 6 pairs at 


Total received 
Less cost 


Gross profit . 


$6.00... .$288.00 





12.00.... 336.00 
7.85.... 109.90 
5.95.... 35.70 

eer $481.60 
peer 288.00 
ads ie eee $193.60 


or 40 per cent on the selling price. 


[CONTINUED ON PAGE 105] 



















ITTSBURGH—Harry Rosenberg 

of the Nixon Booterie says that 
open shoes in sandal effects are be- 
ing well received and eagerly bought. 
His sales on light shoes have as- 
sumed such proportions that he an- 
ticipates a big season on light 
shades generally. “I am even much 
surprised at the way colors have 
been selling,” he said, “for our en- 
tire stock of numbers in red, green 
and blue remained with us only one 
week before I was obliged to order 
more. Those three colors seem to be 
predominating, but we have been 
selling lots of grays, which are quite 
popular this season, nevertheless. 
We are also selling quite a few 
blacks, a contrast to the big demand 
for light shoes.” 


ERTOIT—Volume of business is 
growing slowly in spite of the 
fine, spring-like weather. Colors! 
colors! everywhere, except upon the 
feet of the women on the streets. 
Colors are being shown in the dis- 
plays in the stores and in the win- 
dows. Colors are being sold in the 
stores, but the volume is not in keep- 
ing with the weather nor up to the 
expectations of some merchants. At 
one store the manager said: “We 
sold last week from two to two and a 
half times more patent leathers than 
colored leathers. Black kids were 
sold in about the same numbers as 
colors. Black satins show only half 
as large sales as colors.” 
Black still predominates in sales, 
but colors are being bought. This is 





Sandal types are popular in Los 
Angeles in nearly all stores and 


all grades. ' This is known as the 
“Scandal Sandal”’—a featured shoe 
in the line of the Innes Shoe Co. 
It is offered in opalescent parch- 
ment, opalescent blonde, peachwood 
calf, white calf and patent leather 
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What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 
Giving Positive Information 





Summer weight shoes to the front. 

The first flash comes from Atlanta, 

where Byck’s store features this 
model in black and in tan at $8 


not only evident by reports but by 
actual observations. In nearly every 
department visited light colors were 
being tried on by customers. Grays, 
champagnes and rose blush are grow- 
ing in popularity as the season actu- 
ally opens. It is expected by all 
buyers that the season will be a color 
season and preparations have been 
made for such. 


ALTIMORE—With several types 

making a bid for popularity, 
the demand for women’s Spring foot- 
wear continues to be pretty well di- 
vided, some stores and departments 
reporting parchment a_ favorite, 
others rose blush, others shell gray, 
still others patent leathers, beige 
calf and other favorites of the sea- 
son, either plain or in combinations 
and novel effects. The novel effects 
in the various types lead, even in the 
case of patents. 

Hess is featuring sandals of pat- 
ent leather with inlay of simulated 
gray and of parchment Japanese 
shark. Other recent features at this 
shop include one-eyelet ties in con- 
trasting shades of tan; strap models 
in patent leather with parchment 
trim, and open-shank models of rose 
blush kid, uniquely perforated. 


Simulated blonde snake models; ~ 


tan calf with simulated snake trim; 
patent leathers with brown simu- 
lated snake trim, are featured by 
Wyman’s. Ties of stone kid with 
parchment trim and featuring short 
vamp and Cuban heels are included 
in other models that are being fea- 
tured by this exclusive shop. 

A slipper affair in beige calf with 
Arabian leather back and gold kid 
piping is one of the outstanding sea- 
son’s features in women’s footwear 


at the exclusive shop of L. Slesinger 


& Son. 

“Deauville” sandals are included 
in the footwear for women that is 
being offered by Hahn’s. One of the 
sandal models is of champagne with 
tan, another is of two-tone gray, and 
other models are of green and tan 
and tan and brown. 


LEVELAN D—Light colors have 

been receiving a heavy call at the 
Allen Shoes store, 10302 Euclid Ave- 
nue. Charles Weyman, manager, 
states that parchment is the popular 
item and sales in this color have ex- 
ceeded gray two to one. Black 
patents remain staple in the daily 
sales, while combinations are prov- 
ing to be a big factor. Black and 
white is showing good possibilities 
in connection with the color styles 
in coats, dresses and hats. Red and 
blue kids are also expected to go 
well in future sales. 

A new black patent shoe with 
checkered vamp, scalloped top and 
22/8 spike heel is being shown at 
this store with favorable results. A 
square toe, short vamp sandal, with 
large silver buckle and black or rose- 
wood finish, also has just been intro- 
duced. 

Harry E. Newman, manager of 
Wilbert, Inc., in catering to the 
younger set, looks for a really flashy 
season in fancy colors and designs. 
Light colors in short vamps, with 
pastel parchment and rose blush pre- 
dominating, are predicted for sum- 





Sport oxfords also are beginning to 
make their appearance in the South- 
ern cities. This is an M. Rich style, 
designed to appeal to the growing 
girl and the woman who wants a 


low-heeled model. It comes in a 
variety of color and leather com- 
binations 
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mer business. Combinations with 
lizard and snakeskin trims are also 
anticipated in the future call. Mr. 
Newman looks for black and white 
to be a very good seller. 

About 40 per cent of present sales 
at this store are in black. Spike 
heels seem to get the popular de- 
mand. 











IRMINGHAM—tThe Vanity Boot 

Shop says “Sandals are good.” 
This means that precisely 3600 pairs 
of the “Grecian” sandal have been 
sold since last December and that 
there are 1800 more pairs in the 
making for immediate delivery. It 
also means that this pattern, with a 
few slight variations, has been 
bought 26 different ways, from the 
plain black, through the colors, to 
Panama straw. Proprietor J. B. 
Toranto believes that this style will 
be good through the summer. 

H. W. Tanhersley, of Burger- 
Phillips Co., sees a fair demand for 
black and white sandals, with pat- 
ents coming strong. Ties, straps 
and pumps are selling, too. ‘“‘We are 
obliged to have a wide assortment of 
patterns in order to sell the real 
good ones,” he said. Black satin is 
always good here, so the year ’round 
stock is always kept well sized. 

Dave Feinfeld, of the French 
Bootery, says: “The smart merchant 
who can push colored kids now can 
get in three distinct seasons by sum- 
mer, viz., colored kids now, patents 
and black and white after Easter, 
with June a good white month. We 
are selling 90 per cent colors every 
day in shoes retailing from $10 up. 
Selling patents is following the least 
sales resistance, but not good busi- 
ness. If merchants have nerve 
enough to play the extremes, play 
green for the best bet in the high 
colors, and only in plain one-straps 
or Regents, as the Astraler and Far- 
qurie finishes are rich enough in 
themselves.” 

Nathon Marlow, of the Cinderella 























































The “Katherine,” .a tailored tie 
sponsored by Napier’s Costume 
Booterie of Minneapolis. It sells 





at $13.50 in Stroller Tan kid with 
trim of mottled rose blush, and in 
blonde kid with trim of pastel 
alligator 















BOOT AND SHOE RECORDER 





Shop, believes that sandals or front 
strap ties will be good until July; 
also that there will be a splash of 
high colored D’Orsays along in May. 
Up to the middle of March, 85 per 
cent of the sales were colored kid. 
Almost over night it shifted to 85 
per cent black. This wave is be- 
lieved to be of short duration. 

H. T. Davis, of Louis Saks, re- 
ports that two new Regent pumps 
of colored satin, a parchment and a 
gray, have been going very good for 
the past few days. Both shoes have 
matching moiré quarters and me- 
dium heels. 

W. G. West, Florsheim: “The 
strong demand for black shoes has 
been overcome in this store through 
showing, talking and wearing tans, 
so that we are selling 60 per cent 
light and medium shade tans. What 
is more, we propose to keep it that 
way. The two-tone shoes and the 
lightweight summer shoes are com- 
mencing to sell in such proportions 
that we feel that they will be the 





Another strap effect, this one with 


cut-away shank. A reptile grain 
model shown in the line of the 
French Boot Shop, Austin, Tex. 


means of adding many more pairs to 
our total count.” 

W. E. Hilston, of the Crittenden 
store, finds that the college men are 
still sticking to the balloon toes in 
light colors with extreme doggy 
effects, while the regular trade is 
swinging over to the more modified 
toes in the darker shades. 





T. LOUIS—Outstanding in the 
news of the week ending April 9 
was the definite demand for colored 
kid footwear in greater quantities 
than patent leather. The situation 
is more or less general in all stores. 
The tenseness of the condition which 
has been worrying operators for 
some time has been somewhat re- 
lieved because of the predominance 
of colors. Up to this week patent 
leather had an even break with 
colors in a majority of stores. This 
week the percentage of colored kid 
as against patent leather was 60 per 
cent in favor of colors. 








Krupp & Tuffy, of Houston, Te-x., 
come out with the “Modu,” a grace- 
ful strap effect in opal gray trimmed 


with blue kid; in stone trimmed 
with green kid; in shell gray with 
tapestry trimming; and in water lily 
kid with trim of lavendar silk kid 


Sandals are taking hold very well. 
A large department store which 
played them heavily reports good 
demand for these open effect shoes. 
They are showing them in rather 
high colors of red and blue patent, 
black patent with gingham trim and 
colored kid effects. A check-up on 
the figures for March business re- 
veals that most stores showed a de- 
crease over the figures of a year ago. 


lying TEX.—E. M. Boyd and 
Matt Spires, proprietors of the 
French Boot Shop, are highly pleased 
with the steady sales of a special 
pump which they have had built 
specially to please the demand of the 
Texas co-eds. This slipper is, with 
a 22/8 heel, an instep tie in black 
patent leather. The heels and ties 
are white satin moiré, which gives 
a nice white and black effect that is 
popular with the co-eds. These 
heels and ties are tinted, where de- 
sired, in any of the pastel shades to 
meet the individual tastes of the 
shoppers. 

For the general trade, the French 
Boot Shop is selling a good number 
of black and white shoes, with black 
predominating, and with a 20/8 heel; 
22/8 heels in Monkey satin are sell- 
ing well. 





Sandals sweeping the country, 


ap- 


parently. Here’s one of the most 


extreme seen for a long time, yet 
selling well in Hirsch’s Shoe Shop, 
Birmingham. 


Price, $12.50 
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98 DRIGGS AVE 
OOKLYN 





Th 
: “Lido” 


Emphasizes the 
importance of 
Pastel tones 


We illustrate here 
the “Lido” in an 
exquisite shade of 
parchment, also 
called beige this sea- 
son, with a delicate 
pink tint. The 
overlay on vamp 
and quarter is of a 
full toned pink 
shade. The com- 
bination makes a 
delightful appear- 
ance, eminently sug- 
gestive of a color- 
ful spring. 


The “Lido” is an ele- 
gant contribution to 
the costumé which 
employs pastel pink 
for color. 
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7 YUCKINGS and pleats are two of 
the outstanding fashion features in 
women’s costumes for the Spring, 

1927 season. The newest imports from 

Paris are profuse in their use of this 

type of trimming, which is used in a 

wide variety of manners to achieve a 

truly smart effect. The soft crepe ma- 

terials‘ lend themselves admirably to this 
pleating and tucking and are the materi- 
als now chiefly in use for late Spring and 

Summer dresses. To get away from the 

stiff and symmetrical in women’s cos- 

tumes, the ornamentation is carried out 
in side line or diagonal treatments, to be 
found not only in sports or semi-sports 
attire, but in the more formal costumes. 
The vogue for tailored suits and 
dresses continues unabated. First shown 
in woolen materials for late Winter and 
early Spring wear, the tailored effects 
are now being produced in more dressy 
fabrics, such as taffeta and other silks. 


This pink satin dress em- 
ploys both the lustrous 
and dull sides of the fab- 
ric. The bow of the 
dress fabric, worn on the 
shoulder in lieu of the 
usual flower, is an im- 
portant fashion detail. 
The belt ts of silver kid. 
From Franklin Simon & 
Co., New York. 


April 16, 1927 
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n f: 
? In this interesting im- “aj 
n port from Chantal by 
Stewart & Co., light blue beevenetitt 
s crépe is employed for eS 
2 the blouse, which has tht 
a tucked-in appearance. ‘; 
a Dark blue crépe makes , a 
- the skirt, which is pleat- He 
: rm This already is one iiss a 
of the most favored ae HEE? ‘e 5 fy 
- sport costumes of the ii: Sac HES Sport Oxford 
| season : i + zit: ae 
» Me iy An exclusive UNITY cre- 
i Re | eae ation designed especially 
‘lah i for the sports type cos- 
: I Bea EE tume. 
| kth 
' 7 i. Hy In the development of this 
| j. i shoe, we have used a ma- 
| * i Ne terial decidedly new, which 
, . . — :. Hi adapts itself admirably to 
| The strictly tailored suit is a bit less as. of ql para ag tie 
smart than one that gives a more feminine - HL! a. ™ ¥ - ere ‘ 
effect. In fact, all through the Spring B. 4 i . ae red "ihe ea yr 
styles one finds a tendency to combine a | , C hie g b ; bined 
rather tailored atmosphere with one of Sut on ae “a ens _ 
true femininity. This is exemplified in ie ai a et, ee 
q ait and heel to match. 
Whi His “4 A very smart effect is 





A silk suit by Chanel, 
imported by B. Altman 
& Co., has a tiered skirt, 
so that when the jacket 
is worn, the effect ts that 
of a tiered coat. Made 
of silk crépe with an in- 
crusted satin stripe. The 
qwaist and front panel are 
of white silk 
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achieved'— one that will 
harmonize well with a 
costume of the same 
coloring. 
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|Black Is Very Popular! | 
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Fashion decrees black as a 
strong favorite in the Spring 
ensemble. This neutral color is 
one which combines well with 
most any of the new materials 
and especially the blue tones 
seen so frequently. 


YY In Stock \ 


We offer “The PEGGY” 


A smart model with delicate strap 
and graceful heel 
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J. EINSTEIN’S 


DE LUXE BLACK SATIN 


(French bound cutouts) 


WOW 
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Natural custom bottoms 
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426 Modified French Toe Last 
18/8 Louis Heels 


625 Medium Toe Last 
18/8 Leuis Heels 


36 0 Two pairs or less 
* 25c. per pair extra 
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George W. Baker Shoe Co. 
343 Classon Ave., Brooklyn, N. Y. 


MAKERS OF WOMEN’S FINE FOOTWEAR 
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the generous use of bows, ribbons and 
other truly feminine touches. 

Sports costumes have lost none of 
their popularity. The Spring and Sum- 
mer of 1927 promise to see the greater 
use of sports dresses than ever before, 
even for semi-formal occasions. The use 
of jersey combined with crepe and simi- 
lar combinations in two-piece dresses, or 
one-piece dresses in two-piece effects, is 
still good. The blouse in jersey and the 
skirt in silk crepe is one of the best com- 
binations of the season. 

A style note definitely established at 
Palm Beach and other Winter resorts is 
the pastel satin dress. Most frequently 
both the lustrous and dull sides of the 
fabric are used in combination, produc- 
ing a novel and smart effect. The use of 
satin for Spring and Summer is a de- 
cidedly new note. 

Definite marking of the waist line, 
either achieved through tuckings, pleats 
or a bolero effect, is one of the distin- 


Premet’s pleated and 
tucked dress is one of 
the most graceful and 
wearable types of the 
recent imports, combin- 
ing pleats and tucks in 
a most fashionable man- 
ner. From Best & Co., 
New York 
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4nother version of the 
| ilk, semi-tailored suit for 
street wear. Navy blue 
taffeta with quilted trim- 
nings and a blouse of 
pink crépe. The com- 
hination of navy with 
rink, or black with pink, 
is one of the new sea- 
son's smartest noted. 
From Franklin Simon & 
Co., New York 





guishing features of the new fashions. 
This, in combination with the tendency 
toward more flaring sleeves, bows and 
other dainty touches of ornamentation, 
shows the drift toward softer and more 
feminine effects in women’s dress. 
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This two-tone crépe 
dress was created by 
Lanvin and imported by 
| Bonwit, Teller & Co., 
|New York. It is devel- 
‘oped in two shades of 
i blue crépe, the slightly 
1 wider and flaring sleeves 
a and the wide sash that 
ties in a@ bow are impor- 
tat as showing the 
swing toward more femi- 
nine touches 
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‘ ©" Blichette 


i. 





“0G EMowily 


[7 SMITH ST. BROOKLYN 


Classic 
lines and 
faultless fit 
are the qual- 
ities which 
give this hand- 

some oxford its 
claim to distinction. 

It typifies the charac- 
ter of footwear for 
which Lax & Abowitz 

enjoy an enviable reputa- 
tion. 

“Bluchette” is shown here in 
navy blue kid—a color which is 
very much favored in the current 

mode, in costumes as well as shoes. 
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The modern, deeply recessed windows in the Van Arsdale 


store, Plainfield, N. J. 


April 16, 1927 





The clothes bespeak the man, so do the neat, artistic fittings 
and furnishings in Mr. Van Arsdale’s private office 


Forty Years of Selling Quality 


M. C. Van Arsdale Builds Big Business on Courtesy 
and High Grade Merchandise 


ICK a policy and stick to it. 
Pr: in short, is the recipe for 

success in any business, but 
particularly in the shoe trade, as 
given by Morris C. Van Arsdale, 
known as the “Shoe Man” of Plain- 
field, N. J. Despite the fact that 
Plainfield is within easy commuting 
distance of New York, and that a 
considerable number of the resi- 
dents of the town have their busi- 
ness in the metropolis and naturally 
might be expected to do the bulk of 
their shopping there, Van Arsdale 
not only sells shoes to Plainfield 
citizens but actually draws trade 
from many of the smaller surround- 
ing communities. 

This month he is celebrating his 
fortieth anniversary in business. In 
April, 1887, he associated himself 
with John H. Doane, and the firm 
of Doane & Van Arsdale began busi- 
ness in Plainfield, selling shoes of 
high grade and rendering the public 
a real service in fit and courtesy. 
Courtesy, it might be remarked in 
passing, is a fetish with Mr. Van 
Arsdale. A _ satisfied customer, he 
feels, is his best advertisement. 


Every salesperson in the Van Ars- 
dale establishment is trained to be 
courteous to every customer, and 
woe betide the salesperson who for- 
gets this training. 

Doane & Van Arsdale began busi- 


ness on West Front Street. About 
ten years later Mr. Van Arsdale ac- 
quired full control of the then well 
established store and moved the 
business to its present location at 
127 East Front Street. This prop- 
erty was later purchased by Mr. Van 
Arsdale and extensive alterations 
followed in which the establishment 
was enlarged and improved. 

Rapidly the patronage of the al- 
ready well known shoe house grew. 
It prospered because of the steadi- 
ness in the executive ability of the 
head of the firm in the strict ad- 
herence to the policy of extending 
to the purchaser every possible 
courtesy, and true fit of the most ap- 
propriate footwear to meet the exact 
requirements of the customer. Aside 
from this careful attention and de- 
tail, the quality of the shoes, and 
the selection of the style, was main- 
tained in the highest possible de- 
gree, so that the slogan “The better 
grade of footwear is sold here’ was 
deservingly used. 


O thoroughly and systematically 

were the directions of the head of 
the house carried out that, as the 
years advanced, the families were 
cared for in one generation follow- 
ing the other, so that boys of the 
earlier days are being served as 
men of today in their shoe require- 
ments in the same reliable way. 


In addition to the established 
shoe business, hosiery and gloves 
play an important part in the de- 
velopment of the Van Arsdale busi- 
ness. A special department has been 
arranged for hosiery and _ gloves. 
The latest in shades and styles of 
both are stocked. 


OR almost a quarter of a century 

Edward Baker, Jr., has been 
associated with Mr. Van Arsdale, 
and it has been Mr. Baker’s duty to 
buy the women’s orthopedic foot- 
wear, shoes and rubbers for misses 
and children. Mr. Baker also at- 
tends to the purchasing of the rub- 
ber goods in general. Arthur C. 
Van Arsdale, son of Mr. Van Ars- 
dale, has charge of the men’s and 
women’s shoes and does the buying 
for that department. Mr. Van Ars- 
dale, Jr., has been associated with 
his father for the greater part of 
twenty years. Many of the Van 
Arsdale sales staff have been in the 
employ of the store for ten years or 
more. 

A peek into the neat private office 
of Mr. Van Arsdale, located on the 
mezzanine floor with. the bookkeep- 
ing department, presents a picture 
of Mr. Van Arsdale’s private life, as 
there can be seen his personal in- 
terests, and a chat reveals that he 
has great pride in the civic affairs 
of Plainfield. 
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ed 
res : McKinlock Memorial Campus 
Northwestern University, Chicago, Ill 
le- 
3i- 
en : ‘ 
2s. E sure and have this attractive sport 
of style from Marion’s Collegiate line 
in your stocks for spring selling. It’s 
ry a winner. 
en | Marion “Collegiate Styles” are making the 
le, ’s busi ood business for li 
“1 men’s business a g usiness for live mer- 


t chants. 











“" | Smart patterns created by Marion stylemasters 
i and fine wear and fitting qualities at popular 
CO prices make Collegiate Styles ideal shoes to 
s- stock. 
d . . 
= An in-stock department on a 24-hour basis 
g- means quick shipment . . . the price will show 
h a profit. 
of 
1. Send now for our catalog. 
e 
yr 
Stock No. 38—-Twotone sport oxford, 
y:) Sauterne shade with light blonde 
, : eg a. — ‘. ae ja 
le ] ar aes will like. In stock A to 
0- : D widths. 
eo) $3.88 
is ff 
l- 
e 
'S 
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Do You Want The Camp Trade? 


for 


BASS TRUE MOCCASINS 





No. 841—$4.35. 

Men's Chocolate Elk 5-inch Rangeley 
Moccasin DuFlex Fiber Sole, Elk Mid- 
sole, Special Tennis Heel, Skokie Last. 
In Stock, 6—1!I1 D. 





No. 840—$4.10. 


Men's Chocolate Elk Rangeley Moccasin, 
Oxford. DuFlex Fiber Sole, Elk Midsole, 
Special Tennis Heel, Skokie Last. In 
Stock, 6—I1! D, E. 


Don’t throw business out 
the window by neglecting 
this big summer demand 
for outdoor footwear. 

The long Bass In-Stock 
Line of True Moccasins 
will bring you business. 

True Moccasins are the 
best for all outdoor pur- 
poses and BASS MOC- 
CASINS are Nationally 


advertised. 


Liberty 

Good Housekeeping 
Field & Stream 
Outdoor America 
Hunting & Fishing 
National Sportsman 
American Forests 
The Open Road 
Everygirls 





The American Girl 











No. 606—$5.10. 


Men's Pearl Elk Moccasin Oxford, Tan 
Elk Vamp and Fox. Leather Lined 


Quarter, Gro-Cord Golf Sole and Heel, 
Skokie Last. In Stock, 6—I1! C and D. 


No. 622—$4.00. 


Women's Pearl Elk Moccasin Oxford. 
Black Velour Panel and Back Stay. 
Leather Lined Quarter, DuFlex Fiber 
Sole, Elk Midsole, Special Tennis Heel, 
Wendy Last. In Stock, 2% to 8 C and D. 


Write for Big Free Catalog B. .- 


G.H. BASS & CO. 


Wilton, Maine 


Dealers interested in obtaining the valuable BASS franchise should write at once to 


ise EN AE ERE ER LEDS EN ERE AO SOS, 


Dept. B 
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MOCCASINS 


HAND SEWED 
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OTYLe as you know, is the all- 

important factor in milady’s foot- 
wear. When the designer’s art is ex- 
pressed in exquisite shades of P.&V. 
Calf, then there is achieved an instant 
appeal — a triumphant perfection. 
P. & V. authentic shades harmonize 
with the two-piece tailored effects so 
much in vogue forsport wear and Fall. 






















Color samples gladly sent on request. 


Prister & Vocet Leatuer Co. 
MILWAUKEE, WISCONSIN 


VRQ 


MADE IN MILWAUKEE ay SOLD ALL OVER THE WORLD 


















Branches: 
BOSTON, MASS. PHILADELPHIA, PA. NORTHAMPTON, ENG. 
NEW YORK, N. Y. ST. LOUIS, MO. LEICESTER, ENGLAND 
CHICAGO, ILL. SAN FRANCISCO, CAL. FRANKFURT, GERMANY 
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No. 66—MUNCH LAST, 








“What is more stylish than a 
Tan Kangaroo?—A nother 


Kangaroo, Blu. Oxford; Imported Bleached 
Kip Quarter Lining; Fudged Sole; Natu- 
ral Edge; Channel Bottom, knurled: 3- 
Rivet Arch Support; Widths, CDE; 
Sizes, 6 to 11; $4.95. 


No. 26—Same in Imported Black Kan- 














r 9 . 
Tan Kangaroo. garoo, $3.85. 


“Correct,” says the style man. 

Diamonds never go out of style, neither does 
Kangaroo, and now that we have succeeded in 
adding the most aristocratic of all Kangaroo 
shades, “Tan,” this prized leather becomes more 
in demand and more popular than ever. To its 
great durability is added that other important 
sales quality—Style)e THEY ARE IN STOCK 
NOW! MAIL ORDERS A SPECIALTY. 





No. 68—GOING GOOD LAST, Imported 
Tan Kangaroo, Bal Oxford; Imported 
Bleached Kip Quarter Lining; Sole White 
Stitched; Channel eattomns Widths, BCD; 
Sizes, 6 to 11; $4.9 


No. 46—Same in a Black Kan- 
garoo, Blu. Ox., $3.85. 




















ay J.W. CARTER CO. Safeco 


NASHVILLE~~TENNESSEE 


It Shoes 
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Varsity Stroller 
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J-P.SMITH SHOE Co. HOLLAND SHOE Co 
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Distinguishing Characteristics 


Sturdy fall colors—dainty pastel shades—refinement 
in grain pattern—evenness of color—shape-holding 
quality—exceptionally fine grain—greater cutting 
area. 


CARLE. SCHMIDT & CO. Inc 


Janners of the Schmidt Calf Leathers © 


DETROIT, MICHIGAN - BOSTON, MASS e_ 
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TURN SHO 











The Ault-Williamson organization is a veritable 
guild of shoemakers who have “stuck to their lasts.” 


As a shoe-manufacturing corporation, this company has 
steadfastly specialized in the manufacture of genuine hand- 
turns. As individuals, Ault-Williamson workers have been 
born, reared, and trained among expert craftsmen in the 
hand-turn method—the method which has never been sur- 
passed for the making of womanly footwear. 


In hand-turned shoes Constant Comfort, Constant Style and 
our Constant Cooperation mean Constant Patronage for the 


retailer. 


AULT-WILLIAMSON SHOE CO. 
Turn Shoe Specialists 


Factory AND EASTERN SALES 
Division: AuBURN, ME. 
Central, Western and Southern 
Sales Division: 

416 North 12th St., St. Louis, Mo 
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CONSTANT COMFORT & 
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High-Value Shoes 
at a Low Price Range 


TODAY Ault-Williamson workers constitute one 
of the industry’s finest groups of craftsmen 
Many of them are of the third generation of 
hand-turn shoemakers. 


Here is one of their recent creations—Number 
959—a natent leather oxford with distinctive 
side cut-outs and covered wood Cuban heel. The 
same style in genuine black Ruby kidskin is num- 
ber 159. Ready for over-night deliveries now. 


Nationally ~Advertised 


‘STILE Shoes 





om 8 SELL RE PIE TEN A RR TREES ENA NI oA IS: Bn Fe fe 
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Set the Pace for 
the Industry 


The “DRAKE” 
Style No. 10. P & V’s 
“Aura” Lotus Tan Calf 
in Stock —A to D. 


FREEMAN BEDDOW SHOE 
MFG. CO. 


BELOIT, WIS. 
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THE 
“CYNARA” 


AR ARCH 
PRESERVER 
ADE Sv 





™ 
SELBY SHOE CO. 
Portsmouth, O. 
USING 


Barbour“ Featherwelt” 


BARBOUR “FEATHERWELT” 


IN THE ONE-TWENTIETH SUBSTANCE 


We have developed an improved welting for women’s fine 
shoes, which combines an extraordinary tensile strength with 
a very light weight. 


Welt shoes for women have returned to popularity, and their 
acceptance ‘by critical buyers is, to a very large extent, de- 
pendent upon your ability to provide light, close edges! 





Our contribution to this essential detail of fine shoemaking is 


BARBOUR “FEATHERWELT” 


IN THE ONE-TWENTIETH SUBSTANCE 
Produced from caretully selected hides by our own 


private tannage — it is quality welting for fine 
shoes. 


BARBOUR WELTING COMPANY 


BROCKTON, MASS. 
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Greater beauty of finish and design. 

Greater comfort for your customers, 

Greater durability—chairs are guar- 
anteed against Seedbeen. 

Greater economy in cost. 15 years of 
experience to serve and assist you. 
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Open Your Door 
to Bigger Profits with 


American Interlocking Shoe Store Chairs 





Philadelphia: R. 7038-4211 Chestnut St. 


_, WOME NS SHOES 


April 16, 1927 
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Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 


chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 

















AMERICAN SEATING COMPANY 
1016 Lytton Building, Chicago, Illinois 


book, “New Styles 1a Shop Seaung. 


Name 


Address seccaeeeaiinetatiiant 


(ieiesiaiesiaiaiasiaiesiesiaiets 


, Ae Personally to. 


Gentlemen: Send m-. w thout cbligetion, your helpful 32-page 


City sireseicneleielaliapiaciislabiaediets ee 











Own. 
~r-==-| American Seating Company 


manne eed 





1016 Lytton Bldg. § Chicago, Illinois 
Branch Offices: (i New York: R. 601-119 W. 40th St. 


Bsc 


Boston: R. 302-69 Canal St. 
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No. 2491—Men’s Black 
Armour Ivory Kip 
Blucher Oxford, Sopho- 
more Last, Braemore 
Eyelets, Natural Oak Bot- 
toms, Rubber Heel. Full 
grain Quarter Linings. 
IN STOCK—B, C & 
D widths. Price 





$3.25 a good merchants with good foot- 
No. 2490 — Same as ‘ 
above in TAN KIP. wear that will sell. 


Harshline Styles are always a step ahead 
of the rest. 





MAKERS. OF 
THE FAMOUS 
LION BRAND 
EVERY DAY 
SHOES 








Milwaukee, Wis. 
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The Celebrated “ARCHIO- 
Made by The KRIPPENDOREDI 


Features 


RUBY KID 


Our fundamental idea in producing RUBY KID is to make 
it a definite means of sales promotion for its users—through 
the steadily increasing confidence it builds with those who wear 
it in shoes. 

It is a notable satisfaction to us to be thus allied in service 
to the public with the KRIPPENDORF-DITTMANN Com- 
pany of Cincinnati, Ohio. 

They, and all the retailers who sell their ARCH-O-PEDIC 
Shoes, may be assured of our steadfast purpose to give them 
in RUBY KID as fine a Black Glazed Kid as experience and 
ability can produce—and also what is even more important 
—a Black Glazed Kid that will give the same satisfaction this 
year as it did last and the same satisfaction next year as it did : 
this. 


JOHN R. EVANS & CO. 


Camden, N. J. 


Branches in All Principal Shoe Centers 


tandardize on i 
Evans Brands 
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Stock No. 81 Stock No. 85 
BASQUE Strap GLANCE Tie 
Made of RUBY KID Made of RUBY KID 


Stock No. 103 Stock No. 69 
DULCY Strap AMELIA Strap 
Made of RUBY KID Made of RUBY KID 


Shown herewith are four of the 
six ARCH-O-PEDIC styles 
made of RUBY KID which are 
carried IN STOCK. 
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WOMAN'S 
LUXOR PATENT 
(i from RecorderGditorialsMarch 5 }) 





COMMONWEALTH “ STETSON | 
IKAFFOR KID | : Ono BLack CALF 


The Basis of 
Projitable Business 


I Gols) o)ic-mo) Mere) (0) 5 200 MB (oro a’/-1-t am e(-s00l- tele MEME oolo)u-Mhdel-telB stig taiel-ue clare) aT) 
sales still run to black leathers. 

Any merchant who will start with black as a base color in his footwear 
buying and allow reasonable style variation will have the basis of a 
profitable business. 

Kaffor Kid, Luxor Patent and Ohio Black Calf, tanned by our own 
exclusive processes have a sleek softness for fine footwear making and 
a lustrous sheen for beauty of finish. 

Sy ol-rert Aa ©) ob (Ms (-r- ta el-s a Ma com celeb am eot-tolbts-(oratbu-tus fe) me-suc-theMt-ya‘a (<M el-te cele) ehia 


and exceptional service. 


1927—Another Calf Year 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


OM COLLINS will represent the 

Excelsior Shoe Co., Portsmouth, 
Ohio, beginning April 1, in the Chicago 
territory, also Wisconsin and Minne- 
sota, handling their boy’s and men’s 
shoes. Tom is well known to the shoe 
merchants in the Chicago territory, 
having moved to Chicago from the 
Southwest about a year ago. 


HIS is Jimmie 

Blythe of Dan- 
ville, Ill. Jimmie 
formerly repre- 
sented Dugan & 
Hudson, but he is 
now with the Mon- 
roe Shoe Co., sell- 
ing their shoes in 
Illinois and _ the 
Hoosier Boys’ 
Statel He has a 
host of friends in 
both Illinois and 
Indiana, as he has 
made these his 
“camping-out” grounds for many 
years, and the retail shoe merchants 
always leavve the latchstring out for 
Jimmie Blythe. 


Jimmie Blythe 


ARRY MOSS, 
representing 
the George 
Baker Shoe Co. 
of Brooklyn, has 
taken the A. Gar- 
side & Sons line 
for the western 
territory in addi- 
tion to the Baker 
connection. With 
these two lines 
and his knowledge 
of the  require- 
ments of the Pa- 
: : cific Coast trade, 
Harry will be in a position to show his 
many customers a complete selection 
of fashion footwear. 


Henry Moss 


HE Rochester 
Association of 
Traveling Shoe 
Salesmen held an 
enthusiastic and 
record - breaking - 
attendance meeting 
recently at the 
Chamber of. Com- 
merce. Two amend- 
ments were pro- 
posed, and adopted 
unanimously — the 
one pomrstl es 
oad women, as well as 
e ne men, to member- 
ship—also admitting to active member- 
ship salesmen in the allied lines. A 


By HELEN M. HANEY 


committee, to make its report not later 
than the last week in August, was 
named to arrange two slates of officers 
for 1928. This committee consisted of 
C. O. Fox, M. C. Smith, C. W. Ander- 
son, A. C. Edson, and C. J. Vegiard. 
The election under the revised constitu- 
tion will take place the first meeting in 
December. A committee consisting of 
A. J. McLeod and C. B. Rowley was 
appointed to canvass the leather, last, 
and other salesmen in the allied trades, 
for. memberships. The plan is to double 
the membership this year. Will Samp- 
son of the Menihan Co. and Joe Brooks 
of the Crescent Children’s Shoe Co. 
were elected members. 


OHN ALLEN, 
who represents 
the Juvenile Shoe 
Corporation of 
America, is one of 
the Iowa boys who 
is mentioned prom- 
inently in Travel- 
ing Men’s Notes in 
the attractive sou- 
venir program of 
the Iowa State 
Shoe Dealers’ As- 
— . “J ~ hn 
en,” the itor 
eacianene says, “went to Eu- 
rope and came back without any change 
—in his headquarters. How about it, 
John?” As long as the editor put “in 
his headquarters” into the story, it does 
not seem so marvelous, but then they 
say that foreign travel will cost “some- 
thing” this summer. Perhaps a free 
trip was possible in 1926. 


ILLIAM T. 

GAUL sells 
the C. A. Gros- 
venor Shoe Co.’s 
“Twilight” line 
of slippers, cov- 
ering New York, 
Philadelphia, Bal- 
timore, and the 
South, including 
St. Louis, Texas, 
and the entire 
Southeast. This 
is a wide stretch 
of territory, but 
“Bill” has been 
“at it” for quite a few years, and has 
a host of customer-friends everywhere 
he travels. He sells the big trade. 
Arthur L. Kenney covers New Eng- 
land, New York State, western Pennsyl- 
vania and Ohio, while Philip H. Ehrle, 
with headquarters at the Angelus Ho- 
tel, Los Angeles, travels from Denver 
west. Messrs. Gaul and Kenney have 


William T. Gaul 


recently moved into new and attractive 
headquarters at Room 216, 139 Lincoln 
Street, where their complete line is 
very effectively displayed in large cases 
flanking the four walls. “Billy” Gaul, 
slipper stylist, says: “The C. A. Gros- 
venor Shoe Co. is in very good shape— 
we are all sold up into June. We carry 
a complete line, diversified with the 
charm of gracefulness and style in felt, 
leather and satin slippers, from models 
for tottering-old men and women, down 
to numbers for infants in arms, in high 
grades, mediums, and cheap grades.” 


ILLY ST. LOUIS, with sales office 

at 215 Essex Street, Boston, is con- 
centrating on the C. E. Chase & Co.’s 
line of turn shoes for women. “Not 
only are my folks continung their house 
slipper line,” said Billy, in a recent 
interview, “but they are going strongly 
on a street shoe, on which I am having 
a fine business. I am starting out 
again after Easter, to cover the large 
towns of the country.” 


66 ” SAAM, 

represent- 
ing the Pieken- 
brock Shoe, re- 
ports a 20 per 
cent increase in 
sales over any 
season that he 
has been on the 
road. Some rec- 
ord, when ou 
know that Mr. 
Saam_ has been 
with E. B. Piek- 
enbrock & Sons 
Co. for 29 years. 
He represents his firm in eastern 
Iowa and will shortly add southeast- 
ern Minnesota to his territory. To 
the trade he calls on, he is known as 
“Honest Al.” 


Al Saam 


RANK B. KING, N. S. T. A. Style 

Chairman, will attend the Joint 
Styles Conference, to be held at the 
Hotel Astor, New York, on April 26 
and 27. 


GY HEIL represents the Huth & 
James Shoe Mfg. Co. of Milwaukee, 


Wis. Gus has headquarters at 682 
Frederick Ave., Milwaukee, Wis., and 
covers Southern Wisconsin for this 
house. He reports, “This factory 
started cutting modish shoes for young 
ladies on Jan. 1, and are going good.” 
“So’s Gus”—say his many friends in 
the N. S. T. A. 
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Cc. HYDE, 
e first vice- 
resident of the 
owa Shoe Trav- 
elers’ Auxiliary, 
has traveled 
southern Iowa 
for the Peters 
branch of the In- 
ternational Shoe 
Co. Mr. Hyde 
has covered that 
territory for the 
ast 17 years. 
e started with 
that concern way 
back in 1904. “Started in booth at 
World’s Fair,” says L. C. in a recent 
letter, answering the “Who’s-Who-on- 
the Road” Editor’s inquiry. 





L. C. Hyde 


AVE TOBIN, who sells the Gray 

Bros., Inc., line, recently returned 
to “The Hub” from a five weeks’ trip 
to the large cities of the Middle West 
and New England. Dave will go out 
again to call on his trade about the 
middle of May. 


HE latest addition to the Interstate 

sales organization is Walter L. 
Briggs, the son of A. L. Briggs, who 
has been associated with the Interstate 
Shoe Co. since its inception. He is 
to cover part of Greater New York and 
New England territories. 





HE members of The Northwestern 

Shoe Travelers’ Association have 
completely redecorated their club rooms 
at 742 Boston Block, Minneapolis, and 
recently held the last meeting of their 
winter season on a Saturday afternoon, 
with about 50 members present. Every- 
one went on record as being delighted 
with the new rugs, new furniture and 
“fixings,” and the committee in charge 
of the “re-furbishing” was given a vote 
of thanks. The convention committee 
reported a substantial balance from 
the St. Paul convention, which was 
voted a most successful event. Max 
Ellenstein, chairman and Secretary 
Bailey were presented with attractive 
traveling bags as a tribute to their 
efforts in making this trade “get to- 
gether” such a success. 


all of the Middle West for the Stone- 

‘arlow, Inc., Brockton, Mass., recently 
gave a surprise party to the superin- 
tendents and foremen of his concern 
at his home, 50 Samoset Street, Dor- 
chester, Mass. The Brockton firm’s 
executives’ party left “The Men’s Shoe 
City” in autos, presumably on a little 
visit to “Jack.” When they arrived, they 
found that Mrs. Jones had prepared 
an elaborate dinner. This was fol- 
lowed by a card party, interspersed 
with vocal and instrumental music and 
readings. But the feature of the eve- 
ning, and the purpose for which the 
event was “pulled off” by “Jack,” was 
the presentation to President Sam 
Stone of a 32nd degree watch charm, 
the gift of the assembly—this com- 
memorated President Stone’s recent 
elevation to this high Masonic rank. 
T. A. Delany, N. S. T. A. secretary, 


er (A. F.) JONES, who covers 


BOOT AND SHOE RECORDER 


was a guest and made the presentation 
speech. All members of the part 
voted Jack Jones a “wonderful host. 


? 





R. STONE of Tuscaloosa, Ala., 

*covers Mississippi, Louisiana and 
Alabama for “The Live Wire House” 
of The Bleecker Shoe Co. 













Iowa 


Traveler’s Alphabet 


Written by a Shoe Buyer at the Con- 
vention of the Iowa State Shoe 
Dealers’ Ass’n Convention 


Ais for Andy, 
Who drove his Ford with a 
whip. 
He is the man 
Who claims Sinbac’s won’t rip. 
Bis for Burt, 
Our Iowa Walk-Over man, 
Better descrbied 
As an Eastern shoe fan. 
C is for Cooper, 
That immaculate “guy,” 
Who wears the gray spats 
And passes ’em all by. 
Dis for Driscoll, 
His first name is Glen. 
He is popular 
Among the shoe findings men. 
Eis for Eldridge, 
The man with the gum. 
Drops in now and then 
And sells us a Chum. 
F is for Fassig, 
The boys call him Bill, 
He sells us Peacocks, 
And probably always will. 
Gis for Glascock; 
His first name is Ray. 
He enjoys noodles 
Most any old day. 
H is for Hutch; 
His line is Freeman, “Ya see, 
Ya know.” 
The last time here 
He told us so. 
I is for Izzy, 
A nickname for Al Kahen; 
His chief “ambish” 
Is to sell sandals from Texas 
to Maine. 
J is for Jack, 
Who does all any man could 
To make him happy, 
Give him an order for Sher- 












































wood. 
K is for Kokenge, 
Who is the K of J. & K. 
He is serving the public 
In a good shoe way. 
L is for Longmeyer, 
And at our last meeting 
He presented us 
With a card of greeting. 
(To be continued) 
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K. (BILL) 
*HARRI- 
SON, well known 
to his many 


friends in the 
trade through 
his past 15 years’ 
experience  rep- 
resenting Sam B. 
Wolf Sons Co., 
Cincinnati, is 
now the factory 
representative of 
The Samuels 
Shoe Co. of St. «siu” (Ww. K.) Harrison 
Louis. He covers 

the large cities and towns east of St. 
Louis and north of the Mason and 
Dixon line, for Samuels. Bill Harri- 
son is also well known through his 
father, the late Colonel R. E. Harrison, 
who was vice-president of the Sam B. 
Wolf Shoe Co., and who traveled the 
‘South for many years, his son acting 
as assistant in small towns to his 
father. Bill is enthusiastic over his 
new line of women’s novelty McKays, 
which he says is “a very. fast one.” 





OB WHITE of Lancaster, Ohio, 

has become affiliated with The 
Feder-Gregg Co. of Cincinnati, and he 
says he wants his friends in his old 
territory to understand that in addi- 
tion to his duties at the factory, he will 
have time to call on them with the 
Feder-Gregg line of “Smart Shoes for 
Women.” 


OHN MANSKER, Wichita Falls, 

Tex., represents Howard & Foster 
Co.’s line of men’s fine shoes in Okla- 
homa; also in parts of Texas, Louisi- 
ana and Arkansas. Mr. Mansker re- 
cently spent a week at the Howard & 
Foster Co.’s factory in Brockton, Mass., 
getting in closer touch with the prod- 
uct of the concern with which he is 
now affiliated. He will make his head- 
quarters at his home in Wichita Falls. 
Mr. Mansker is a native of Texas; 
has been identified with the retail shoe 
business in Wichita Falls for 14 years 
and for the past eight years has been 
with the P. B. M. Co. in that city. 


ARRY HUCKINS, president of 

Huckins & Temple, Inc., who are 
in liquidation, will join the selling de 
partment of J. E. French Co. of Rock 
land, Mass. Mr. Huckins will call on 
all of his old trade, and will continue 
his former office at 135 Lincoln Street, 
Boston, where he will be very glad to 
welcome his many friends. 


e 


ILLIAM H: WARE of Ports- 

mouth, Ohio, who formerly rep 
resented the Excelsior Shoe Co. in 
Western territory, is dead. Mr. War 
was 64 years old. He had not been in 
good health for some time. He hai 
spent much time in California and re- 
tired from active road work in June, 
1926. His death occurred last’ month 
at the Schirrman Hospital, Ports 
mouth, and was attributed to compl: 
cations. He is survived by a widow, 
one daughter, two sisters, a brother 
and two grandchildren. 
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LF. Dommerich & Co. 
Factors 
General Offices, 254 Fourth Aveme 
Nets Dork 
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in regard lolhe dbervices we render 


OVER 85 YEARS EXPERIENCE IN HANDLING THE LARGEST ACCOUNTS 























HIS shoe, like thousands of others, never saw 
a Fairy Form. Naturally its beauty soon 


disappeared. 


Fairy Forms keep shoes beautiful. They hold 
them to perfect shape like no other shoe tree can 
do it. 


You can sell a pair of Fairy Forms with nearly 
every pair of shoes. Women adore them. Made 


for any kind of shoe. 


Write us for sample and prices. 


THE SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Fairy Forms are fully protected by American and Foreign patents. 
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Is She Watching Her Step — 
or Her Wood Heels ? 


THE woman motorist is constantly knock- 
ing her heel against the running board of 
her car. If the holding power of the wood 
heel nails in her shoes is not great enough to 
withstand this strain, your chances of retain- 
ing herasacustomer are greatly diminished. 


Tue greater holding power of ALpHa Woop 


Farsighted retailers foresta.. vain Hee Screws enables you to give your cus- 


regrets by insisting on the use 9 : . 
boda Sr endear tomers the security to which they are en- 
manufaurer, Animportant little : : : : 

pe aaa aged titled. Insist upon their use in all your 
customer and help create goodwill women’s shoes. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Unless the last is right 
the shoes are wrong 
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Style B1954—Black Glazed Kid. 
Style B1956—Sorrel Tan Kid. 


Cut out oxford with tongue, 14/8 
leather heel with a fibre top lift. 353 
(three width) combination last. 


Price B1954 
Price B1956 


IN STOCK 


Widths AAAA to EEE Sizes 2% to 11 


A good last, plus a pattern that 
fits the last, plus good materials, 
plus the proper manufacturing 
conditions, makes a good fitting 
shoe. 


W. B. Coon Co. lasts are built to 
carry a certain height heel. If 
conditions warrant adding shoes 
with lower or higher heels, we 
develop a new last to carry the 
height decided upon. Under no 
circumstances do we use the 
same last for several different 
heel heights. 


No other shoes fit the same as 
W. B. Coon Co. shoes because 
our lasts are built to our speci- 
fications which differ materially 
from those of the average manu- 
facturer, for we use a special 
grading the secret of which 
remains with us. 


While special in their measure- 
ments, our lasts are not “freak” 
or “cripple” lasts. We develop 
them in such a way that they will 
fit low instep, narrow heel and 
a very large percentage of so- 
called “average” feet more trimlv 
and more comfortably than they 
have ever been fitted before. 


Fitting a wide variety of feet. 
your turn-over on W. B. Coon 
Co. shoes will exceed that se 
cured on most specialty lines. 


Our new catalogue F is now ready. If you failed to receive your copy write for one 








37 Canal St., Rochester. N. Y. 
Chicago Office: 189 W. Madison St. 
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29 STYLES 
IN STOCK 


ee °° B-3672— Patent 
Pert B-3942—Black Satin..... 


B-568——-White Kid 


*“Tleana”’ 


er 
 g@aB. 


:, ae i 
—_ B-238S—-Patent Leather Ya = 
B-773—Patent .... ad 7 Goodyear Welt tn ra TFs yo eo 
B-763—Parchment Kid... 5.25 y_se5 white Calf ......85.00 DAS ee ee 
B-284A—Parchment Kid .$4.75 


Tino a -— ea - . 


“Clare” 
21/8 Heel 


Patent 4) 7943 ° a 
Parchment Calf... 4. B-704—Shell Gray Calf B-733-—Gun Metal Calf. .84.50 


Shell Gray Calf.. 4.¢° (Blue Underlay) “fe —- B-709—Parchment Calf B-282— Pearl Gray Suede. #4.7° 
B-792—Parehment Calf (Abbo Patent Piping)... 4.75 B8-573—Black Satin...... 
(Abbe Patent Underlay). 4.75 B-708—P a tent Leather B-572—Patent Leather... 
B-793—Patent Parchment (Parchment Calf Piping). B-575—wWhite Kid....... 
(Calf Underlay) 








Terms 
Net 30 Days 











B-260-— Patent $4.75 
F arti owl -Patent 


‘THE MENIHAN COMPANY “2 =" 


SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 


New York Office: 612 Marbridge Bidz. Oakland, Cal., Office: 424 Belview Ave. 
B YLAN H. 8S. KUSHINS 














Cleveland Office: 1599 Union Trust Bldg. Los Angeles ‘ome 107 East Sth St t 
A. F. JENKS "- E. van DEGRIF Pr on 


Chicago Office: Majestic Hotel 
F. J. SAATEK 


Makers of Menithan Arch-Aid Shoe 
Write for Agency Proposition 
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Strong Run on Colors Predicted | 
For After Easter Shoe Selling | 


' occupies the entire balcony space at 


Pre-Easter Business Has 
' Been Retarded Somewhat 
by Adverse Weather Con- 
ditions 
New YorkK—Reports from all sec- 
tions of the country indicate that the 
pre-Easter retail business in footwear 
has been retarded to a great extent 
by adverse weather conditions, but, in 
most cases, has been as heavy as it 
was in the corresponding period of 
last year. The expected run on colors 
has not developed to the extent that 
was anticipated, but this, it is ex- 
plained by trade leaders, is again due 
to weather conditions. With warm 
sunny weather, it is felt, women will 





demand colored footwear in sufficient 
quantities to enable merchants to move 
their stocks comfortably. The Spring | 
season in costumes is developing in a 
most colorful manner, and shoe trade 
leaders here have every confidence in 
a strong run on colored footwear dur- 
ing the months of May and June. 


Too much emphasis, it is explained, 
has been placed on Easter as a turn- 
ing point in the trade. This holiday 
no longer holds the place it did as a 
“dress-up” event, and women, particu- 
larly, make less preparation for it 
than they did a few years ago. The | 
weather, it is argued, is the chief de- 
termining factor in the start of a new 
season, and with good weather seem- 
ingly assured for the next few weeks 
a real consumer demand for more sea- 
sonable footwear is to be expected. 

On the men’s side of the business | 
there is some anxiety felt because of | 
the rather strong demand for black | 
shoes. Black patents for street wear | 
have shown more activity than has | 
been usual at this time in recent years. 





Hanan Store Moving 


St. Louts—The St. Louis Hanan 
store announced privately to its cus- | 
tomer list the inauguration of its re- | 
moval sale which started Monday, April 
4. The new store is rapidly being com- 
pleted at 908 Olive Street. The onen- 
ing day of the sale was the largest 
ever experienced in that store. accord- 
ing to Fred Maxted, manager. 

“T received the shock of my life,” 
said Maxted, “when I glanced at the 
figures taken from the books which 
revealed that colored kid shoes sold | 
two to one against black patent.” 


| 





Shine, Boy! 


Will E. Shine, the newly- 
elected president of the South- 
eastern Shoe Retailers’ Associa- 
tion, tells this story on himself: 
Several years ago he thought it 
would be a good idea to have 
his name stamped on the soles 
of all the shoes sold in his store. 
One busy Saturday night, an 
angry farmer came tearing in 
with blood in his eye. In his 
hand were a pair of worn rough 
work shoes. He was demand- 
ing to see the boss. He wanted 
his money back, for he had 
been cheated. When he bought 
the shoes he read these words 
printed on the bottom: “Will 
Shine,” and darned if he could 
shine the d things. 








Seigle Opens Shoe Dept. 


DeETROIT—The new shoe department 
of the B. Seigle Co. opened April 2 


with several attractive features. One 
was the attendance of two pages in uni- | 
form who distributed American Beauty 
roses and carnations to the visitors. | 
Another was the employment of living 
models who paraded the various floors 
of the store and modeled gowns and 
footwear to match. The footwear was 
carefully selected to match the occasion 
for which the gown was fitted, and the 
management was very much pleased 
with the results. 

The opening window display was at- 
tractively decorated with numerous 
specimens of lizard, snake and kid skins 
in various colors. One of the features 
noticed was satin embroidered patterns 


| for special ordered evening slippers. 


Bennett Buys Scherman 


RICHMOND, VA. (UTPS)—L. H. Ben- 
nett has purchased the shoe store for- 
merly owned by H. Scherman, at Rocky 
Mount. Va., and took possesson April 
1. J. H. Blankenship, of Redwood, Va., 
will be in charge, but assisted by Mr. 
Scherman until April 15, at which time 
the latter will leave for New York, 
where he will go into the shoe business 
and reside, his family having preceded | 


him several weeks ago. 


Plotkin Bros. Expand 
Their Shoe Department 


Boston—The shoe deparment ~ of 
Plotkin Bros., 364 Boylston Street, now 


this store. When the department was 
opened a few months ago, only one- 
half of the salon-fitted upstairs floor 
w:s used, but with this smart little 
shop showing an increase every month, 
and January, a three-times increase, it 
was necessary to double “The Hub’s 
Red Cross Shoe headquarters. B. 
Friedenberg, shoe buyer, and “J. J. 
Warnick, manager, are featuring fit- 
ting shoes in a variety of styles on 
the same last, and one of the usual 


: | orders from customers of this store is 
:?| three or four different patterns and 


eclor combinations—all on the same 
lasi. 

Mr. Friedenberg says—‘‘We_ take 
care of women who have difficult feet 
to fit, and also take care of women who 
have foot difficulty. Among the good 
selling shades in this department are 
gray, rose blush, a dark and light 
brown combination, and black. Mr. 
Friedenberg says that people come into 
the shoe department through the Red 
Cross national advertising campaign, 
and also through the window displays. 
A recent effective trim had a draped 
background in shades of orchid—the 
young woman figure was dressed in tan, 
with shoes to correspond; the majority 
of the shoes were in rose blush and 
grays. 

Fifty per cent of the women who 
buy shoes go downstairs and buy hos- 
iery to match. Plotkin’s new Red Cross 
shoe department has greatly increased 
Plotkin’s hosiery sales. 

The entire department is decorated 
in shades of dull red and gold, with 
carpet and upholstery in these shades; 
attractive skins decorzte one side of 
the long wall opposite the shelves which 
hold the shoes. There is a writing 
desk, richly upholstered easy chairs 
and divans, and tall floor lamps, with 
shades to match upholstery colors. 


Chandler to Open Another 


Houston, Tex. (UTPS) — Harry 
Edison, president of the Chandler Boot 
Shop, Inc., announced his concern will 
establish an exclusive women’s shoe 
store here in the immediate future. 
Mr. Edison said he had decided upon 
Houston as the location for his Texas 
store after visiting several places. The 
company is now operating stores. ex- 
clusively for women in Kansas City, 
St. Louis, New Orleans, Birmingham, 


| Atlanta, Louisville, Memphis and Nash- 


ville. The concern sells $2,500.000 
worth of shoes annually, Mr. Edison 


| said. The store will be located at 617 


Main Street. Formal opening date has 
not been announced. 
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Montgomery Fair Has 
a Big (rowd at Its 


Robin Hood Show 








v-and the Sales Volume 
Increased and Kept on 


Increasing for Months 


The Robin Hood Show given by the Montgomery Fair at Montgomery, 
Alabama, played to a capacity house. This photograph shows the crowd 
of kiddies in the theatre just before the performance began. 


HE story of Robin Hood 

Shows is best told by the 

merchants who have tried 
them. For instance, read Mr. 
De Shields’ letter at the left and 
just look at the crowd of kiddies 
in the picture at the top of the 
page. 








Merchants are realizing more 

nce and more every day that it is 

con asmucy,voeeneromne good sound business to go after 

the children’s trade. Children 

precio Yiier often influence the buying of the 

( whole family. They are good 

— _ salesmen for you if you make 

nes. sa.s0.s0 & 20 COUN friends of them and the surest 

Mec way of making friends with the 

Maontyomery: kiddies is by treating them to the 

March 30, 1926+ great picture “Robin Hood” with 

their favorite star, Douglas Fair- 
hanks, in the leading role. 





Ur. To Ae Menkes : 
c/o Central Shoe Oo Central Shoe Company pays 


St. Louis, Mo- 


ar Kenke: 
in t to tell you that the Robin Hood 
1 wan 
going fine, We made our mon 


the 19th, and nothing 00° 


th's 


tment is certainly 


record last pridsy © week 96% 


8 responsible for this 
The women's Department is 


e but the Robin Hood 


increas’ 
about the 


going ahead 

ae the biggest days 
Friday and gaturdsy were two of 

game ways 

4 have had since 
if you have anything new 

1 a 


Christmas weeks 
in advertisings send 


ndest regsrds, 
t slong. vith “i yours very truly. 


DIM 


a 


CENTRAL SHOE Co. 


Here's what Mr. De Shields says about the Robin Hood Show. 
Notice that he says the women’s department is following the Robin 
Hood Department. Robin Hood Shows not only increase the sale 
of Robin Hood Shoes, but all other shoes as well. 








half the cost of this great film, 
supplies a good assortment of 
prizes and souvenirs and the ad- 
mission tickets—and everything 
else you need to put this great 
show over. Write today for full 
detail and booking dates. Don’t 
miss this great opportunity to 
gain the friendship of every child 
in your community and the busi- 
ness of all their families. 


Manufacturers U.S. A. 
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Makes Spring Display 
in Orchid and Silver 


CAMBRIDGE, Mass.—The windows of 
the Cambridge Shoe Store, at 595 Mas- 
sachusetts Avenue, “next door neigh- 
bor” to the Central Square subway sta- 
tion, is all aglow in orchid and shin- 
ing silver. The window trimmer, Ben 
Ross, formerly with Rosen & Ludwig, 
Boston, has shown artistry and inge- 
nuity in his 28 panels in both the men’s 
and women’s windows. These he made 
of tinfoil, and indented the material to 
represent crushed satin; he accented 
the centers of these panels with mo- 
saics of small glass segments and yel- 
low stucco work. Price signs were 
cleverly worked out by him in the same 
glittering mosaic effect. He “carpeted” 
the floors of the windows with silvery 
printed paper, bordered with strips of 
the orchid tinfoil, and dotted the floor 
with small black velvet mats, fringed 
with golden silk, on which he placed 
the shoes in their new shades of blonde, 
parchment, gray, tan and black. , 

A center case, between the two win- 
dows, contains on its five glass shelves 
“Daily Specials.” Children’s shoes, and 
hosiery for the whole family, is also 
here displayed. Attractive signs read: 
“Announcing the Advance Spring 
Opening of the Most Complete Line of 
Shoes in This Season’s Most Popular 
Styles, and in the Leading Shades of 
Leathers for Men, Women and Chil- 
dren.” Inside, the store is decorated 
in the same color scheme. 

A special window appeal is made to 
the children by announcing each week 
the awarding of a baseball game, which 
game forms a part of the children’s 
shoe trim. Each purchaser of a child’s 
shoe during the week is given a num- 
bered ticket, and each Monday the win- 
ner is decided upon. 


The Cambridge Shoe Store has been: 


in business at this stand for over a 
quarter of a century. It caters to the 
popular-priced neighborhood, trade. In 
addition to the upstairs store, there is a 
bargain basement. Its proprietor is 
Sam Cohen, and its window trimmer 
and interior decorator is Ben Ross. 
Business has shown a marked increase 
since the installation of the new trim. 


Ward’s “Dolls Up”’ 


Boston—The local John Ward Shoe 
Store, which has been doing business 
here for about a year and a half, re- 
cently made a radical, and attractive 
change in its windows. Instead of the 
many paned panels, the windows now 
consist of one large piece of glass, 
curved lengthwise, extending the win- 
dow into the store by about three feet, 
and giving more display space, as well 
as more light, to the windows and to 
the store. The floors of the window 
are in gray and green terra cotta, with 
brass inlay; the background is in dark 
oak. A flowered trellis effect is a pleas- 
ing feature. The “John Ward” sign 
is placed on a six-inch strip which ex- 
tends all around the bottom of the 
windows. Men’s shoes at from $7.00 
to $11.00, in a proportion of about 
50/50 as to tans and black, and hosiery 
are featured. Ambrose J. Murphy, 
manager, reports a gradual increase in 
business since the arrival of this store 
in Boston. Good fits are a specialty at 
this establishment. 





Open New Nisley Store 


CoLumBus, OHIO (UTPS)—Charles 
Corwin, manager of the Columbus 


‘branch of the Nisley Shoe Co., has re- 


turned from Charlotte, N. C., where he 
aided in opening the thirty-second re- 
tail store of the Nisley chain. The 
Charlotte store is located at 211 Tryor 
Street, which is in the heart of the 
business section. Frank Wiggs, for- 
merly assistant manager of the Louis- 
ville store, has been promoted to man- 
ager of the Charlotte store. 


Morses Are Coming Home 
from African Trip 


LOWELL, Mass.—Ira H. Morse, retail 
shoe merchant of this city, and a for- 
mer executive of the Massachusetts 
Retail Shoe Merchants’ Association, 
with his son, who have for several 
months past been hunting for big game 
in Africa, wrote recently from Nairobi 
to Thomas F. Anderson, secretary of 
the New England Shoe and Leather 
Association, that they intended to set 
sail for the United States March 5, 
last. They are returning by way of 
the Red Sea and London, and expect 
to arrive in Boston about April 25. 
The game bagged by the Morses in- 
clude two elephants, two lions, eight 
buffalo, two rhinos, two hippos, and 
practcially all of the small African ani- 
mals. They are not bringing all of 
their “kill” home, but the younger Nim- 
rod has with him a small live lion, two 
leopards and two baboons, all of them 
described as very tame. 


Ashe Opens Men’s Store 


Fort WortTH, Tex. (UTPS)—John 
L. Ashe, who has had ten years’ ex- 
perience selling shoes in Fort Worth, 
recently opened a store. of his own at 
Eighth and Main Streets. Connected 
with Mr. Ashe is Ralph Plummer, for 
several years in the shoe business on 
the Pacific Coast. The name of the 
new company is John L. Ashe Com- 
pany, Inc. 

The new company is specalizing in 
men’s shoes of the better class. It an- 
nounces it also makes a specialty of 
made to order boots and shoes, a busi- 
ness which still thrives in West Texas 
where cowboys and ranchmen have 
boots made especially for their feet 
and even the bankers and business men 
go in for footwear made to suit their 
individual tastes. 

The store was opened with a musical 
program. Mr. Ashe advertised the new 
establishment widely before the formal 
opening. He reports that sales have 
been up to his expectations. The in- 
terior of the store is arranged for com- 
forts of men. 


Watkins Opens Store 


Satissury, N. C.—R. H. Watkins, 
formerly of the Winston Shoe Store 
of Winston-Salem, has opened a new 
store here under the name of the Wat- 
kins Shoe Store. A general line of 
men’s, women’s and children’s shoes 
will be carried. 





Latest Ideas Embodied 
in New Clapp Store 


Kansas City, Mo.—The new Edwin 
Clapp store in the exclusive Walnut 
Street section, this city, is one of the 
finest and most modern shoe stores in 
the country. In order to secure this 
desirable location, it was necessary to 
take a 30-year lease on the entire Hew- 
son Building, which has been remod- 
eled to exactly meet the requirements 
made necessary by expansion, the third, 
since the first Edwin Clapp store was 
established here over thirty years ago. 

The entire front is of red Numidian 
marble, with show windows recessed 
about fourteen feet and window floors 
of curly maple laid in _ four-inch 
squares. The backs and ceilings of the 
windows are of genuine mahogany in 
panel design; have arched central mo- 
tifs, and concaved corners. The tran- 
soms are set in ornamental tapestry 
glass worked out in decorative color 
scheme, and the entrance floor is of 
Belgian black marble, containing the 
Edwin Clapp insignia in mosaic of beau- 
tiful pastel shades. All the wall fix- 
tures, as well as the woodwork at front 
and rear, are of genuine mahoeany, 
showing many pieces of hand carving 
in panel and cornice. The sidewalls 
above the fixtures are furred down to 
the face of the shelving and the ceiling 
suspended. The fixtures contain sev- 
eral artistic shadow boxes which dis- 
play one or two pairs of shoes to much 
advantage. 

_A rather unique feature is the com- 
bination wrapping station, with hosiery 
cabinets in front, and desks for the 
convenience of customers. At the front 
and rear of this station are display 
cases, brilliantly lighted by concealed 
reflectors. The spacious offices, which 
are hidden from public view, are lo- 
cated at the front of the store over the 
show windows. The floor is entirely 
covered in a thick, soft carpeting of 
taupe shade, and the customers’ chairs 
and fitting stools are in heavy mahog- 
any to match the fixtures. The dra- 
peries and upholstery are in shades 
that blend with the interior decorative 
scheme, and the soft flood of light 
thrown by a specially devised system of 
wiring tends to create a pleasing at- 
mosphere. 


Falck Is New Manager 


CLEVELAND (UTPS)—R. H. Fetter- 
man, 8514-16 Hough Avenue, Cleve- 
land, Ohio, announces the recent ap- 
pointment of Harold S. Falck as man- 
ager of the store. Mr. Falck was for- 
merly with The Bailey Co. shoe depart- 
ment for the past two years, prior to 
which he wos located at Wheeling, W. 


a. 
R. H. Fetterman, who has been in 


the Cleveland shoe business for the 
past 45 years, has just returned from 
a two weeks’ trip to New York and 
Boston in the interests of the trade. 


Women Put on Show 


Ext Paso, TEx.—The Woman’s Club 
of this city recently put on a style 
show, in which the shoes of the Guar- 
antee Shoe Co., the White House, and 
Popular Dry Goods Co. were featured. 
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Goodwin Fixtures 
Help Sell Shoes 







No. 140 
Shoe Stand 
in Gumwood 


12 in. high. . .$3.25 
18 in. high... 3.50 
24 in. high... 3.75 


A shoe properly displayed is half sold. 
Display your line in a Goodwin atmosphere of 
good taste, on Goodwin Fixtures! 


There must be a reason why hundreds of high- 
grade stores use nothing but Goodwin fixtures. 


It is because these fixtures give a 100% display 
value to every pair placed on them—and help 
sell the shoe. 


Combination No. 2200 


ea Oe Re OR. ae er $19.50 
Bree Wee Wee, BOY BE, GP BFPO ec ccc ccc ccc cece cecces 21.00 
4 3160 Shoe Stands, 24” thigh, @- $3.75...... ce cscccccccccves 15.00 
ge De ES eS , ee eerie cre ee 15.0) 
i ee ee Or ORI sks week esier seh vie ciesls 12.00 
ee Rd eine Ss x d-e Gis dug ine .¥ 0 o-0 <6 & vine,aale -75 


} 
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PP OLD HO, 


<= 


“HE LOOKS LIKE A 
FLAT-FOOT TO ME” 


| 


We are not referring, however, to the stern 
minions of the law; we mean the real flat- 
foots, fallen arch sufferers. Those are the 
people we are talking to by the thousand 
in our national advertising. We are telling 
them in your town how LYNCO Muscle- 
Building Arch Cushions will’ bring their 
feet back to normal. 


The Saturday Evening Post, Liberty, Col- 
umbia Magazine and the thirteen periodi- 
cals of the All-Fiction Field are telling the 
LYNCO story of how soft, cellular rubber 
restores fallen arches to health. Last year 
thousands read the story and asked for 
LYNCOS. This year even more will read 
and ask and buy, for we have nearly 
doubled our advertising circulation. 


This non-metallic foot aid will sell, for it is 
based on sound, scientific principles and 
backed by persistent, nation-wide advertis- 
ing. LYNCOS do away with the trouble 


of constant adjusting. 


Our dealer proposition will interest you. 
Details will be sent on request. 


KLEISTONE RUBBER CO., INC. 
206 Cutler Street, Warren, R. L., U.S. A. 


Inco 


Muscle-Building Arch Cushions 
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Do They Stop to Look 
in Your 
Windows? 


“Punchy”’-“‘Peppy’ 
Window Cards 
Tell Your Story 
Attract the Eyes 

Sell Shoes 





’ 


The Recorder Window Card Service Is 
Planned by Recorder Experts for You 


4 BEAUTIFULLY EMBOSSED ART 
LEATHER FRAMES (like above) 


8 CARD sical aie MONTH $ Jp. mon th 


50 BLANK PRICE TICKETS 





Double Service: 6 Frames and 12 Cards per Month . . $4.00 Per Month 
& ALSO 
COUPON THE RECORDER STOCK RECORD BOOK 
Recorder Show Card Service, 
| My Maes West Madison 8t., FOR COMPLETE AND ACCURATE 


Please enter our order for the STOCK RECORD KEEPING 
for aus peor vem this Gate, Wo agees 

(0 pay you $3.00 per month for this Mailed Postpaid on Receipt of 
service. 


Your Check 


We carry Men's. Women's and Chil- MB na 
dren’s Shoes and Hosiery. 


(Cross out lines not carried). $ 
We prefer the (Grey) (Green) Mat OO 
board frames. 

—_— 


Letter our name on the mats as per 
copy attached to this coupon. 





Ea eo ae THE RECORDER SHOW CARD SERVICE 
189 W. Madison St., Chicago, Illinois 
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As this calf above stands out—a quality animal, so 


SPECIAL WILLOW CALF 


appears in fine shoes as quality leather 


It has the stability of Calf with the softness — 
and feel of Kid 


In colors and black suitable for immediate use 
Shades for next fall are now ready 
OSORIO EDD DODO 


American Hide & Leather Company 


BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., Lid. 
Northampton and Leicester, England, and Paris, France 


CALF AND SIDE UPPER LEATHER TANNERIES 
Chicago Sheboygan Ballston-Spa a 
Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orien 


QNOTOTONANTOTAMe Teta ge rere tenases 


Lowell 


SE Toco oe ue eR ORC UCC COCCI CO) 
L_(aslase soso manlaislas amestosladosotamadastostalonasesonanasantcas 





GS 














NX 


Od a a IN I eEE———eE—E——eEE————E————————e— 


Be RONEN a en ea 











Shoe Market News 


in the Boot and Shoe Recorder 











NATIONAL NEWS 


SATURDAY, APRIL 16,. 1927 


Yu 


~ EVERY WEEI 








Brooklyn 


Manufacturers Begin 


Fight for Tariff on Footwear 


To Take up Question with 
Congress; Ask Aid from 
Other Centers 


New York Crry—The Shoe Manu- 
facturers’ Board of Trade of New York, 
Ine., has opened again the question of 
a tariff on footwear imported into this 
count A resolution to make this ac- 
tion effective was passed unanimously 
at a meeting of the organization held 
March 21. The full text of the resolu- 
tion, which bears the signatures of Jus- 
tus J. Latteman, president; and Her- 
bert R. Garside, secretary, is as fol- 
lows: 

WHEREAS, foreign made shoes are 
being introduced into the United States 
in largely increasing numbers, and 

WHEREAS, this importation of 
shoes particularly affects the Brook- 
lyn District, and 

WHEREAS, there is at the present 
time no duty on leather shoes provided 
for in the existing Tariff Law, and 

WHEREAS, the principal competing 
countries which send shoes into the 
United States market have discrimina- 
tory tariff laws and regulations against 
American made shoes, and 

WHEREAS, American workmen are 
forced to compete with foreign labor 
where wages and living conditions are 
far below the standards existing in the 
United States; 

NOW, THEREFORE, it is 

RESOLVED, that the Shoe Manu- 
facturers’ Board of Trade of New 
York, Inc., hereby record the unani- 
mous vote of its members in favor of 
a revision. of the present Tariff Law 
to provide for protection for the Ameri- 
can Shoe Industry, by providing for 
an adequate Tariff upon foreign made 
shoes coming into the United States, 
and it is further 


RESOLVED, that this Board of 
Trade take every proper step to secure 
the introduction of such tariff pro- 
vision and that a Committee be ap- 
pointed by the President to confer with 
such Senators, Representatives, and 
other Government Officials having this 
matter in charge, with a view to hav- 
ing such tariff provisions enacted, and 
that a copy of this resolution be sent 
to the President of the United States, 
to every member of the United States 
Senate and House of Representatives, 
and to all other associations of shoe 
manufacturers and of manufacturers of 
allied and kindred lines, with a request 





Men’s Factories Show Gains 


BRocKTON — Whitman-Sharp _in- 
creases in production at both the Regal 
Shoe Co. and Commonwealth Shoe & 
Leather Co. factories has brought 
much encouragement to the town. The 
Regal shop began operations a few 
weeks ago under a new plan of making 
all its shoes in Whitman, and in so 
doing, a complete new system had to 
be effected. Inauguration of this has 
somewhat slowed up production early 
in the run, but the output is increasing 
steadily. Commonwealth factory which 
has been operating at only about a 
third of its capacity has picked up to 
more than half of its capacity in the 
past few weeks. 





New Samples in Lynn 
Lines; Whites More Active 


LYNN — Manufacturers are putting 
down a barrage of samples to test the 
styles for summer, and their samples 
range from the plainest of pumps to 
the new jewel trimmed shoes. Lasts 
continue short, and round of toe, with 
high heels in an astonishing quantity. 
Even hee! seats have been shortened 
up in some lines, this being according 
to the idea of the “close coupled” last, 
which, when properly fitted, hugs tight 
to the heel and close to. the sides. De- 
signers are renewing their efforts to 
get a slim heel in shoes, because 
hosiery makers are emphasizing the 
thin ankle patterns in stockings, an 
effect which they get through pattern 
designing, such as variations on the 
pointex pattern. 

Blacks, especially patents, are in ex- 
cellent demand. Business in whites is 
increasing. Buyers are generally se- 
lecting shoes of the bright colors, or 
black or white shoes, with vivid pipings, 
or like slender trims and heel coverings 
to match. 

Straps on new pumps, of bright col- 
ors, in contrast with vamps, are in- 
geniously woven through loops or links, 
and are fastened with fastenettes or 
novelty buckles, including the new du- 
plex buckles. To the sport and dress 
oxfords, of the welt lines, may be added 
some new patterns in fancy lace 
designs. 

Sandals show more leather, the cut- 
outs being of smaller area, and the 
shanks filled in somewhat, so that dust 





that they take appropriate action. 





may not run freely into the shoes. 


Haverhill Firms Predict 
Black Satins After Easter 


HAVERHILL—An after-Easter run on 
black satin footwear, is predicted in 
many local shoe manufacturing cir- 
cles. Blacks in both patent and satin 
have been receiving increasing atten- 
tion over a period of weeks, with the 
result that a predominance of smart, 
styleful footwear in the blacks is fa- 
vored for late season buying. Smart 
pump effects, dainty one-strap num- 
bers, and D’Orsays will feature the 
black footwear. The advent of blacks 
is by no means to cause the exclusion 
of colors, but constitutes an important 
development. The new movement is 
welcomed by the shoe men who have 
been tried sorely in many instances by 
the colored kid rage. 

Easter shoes are well out of the fac- 
tories and seasonal weather is already 
bringing repeat business. Manufac- 
turers who have bemoaned the chilly 
Saturdays because of their effect on 
retail trading, are more joyful with the 
arrival of spring temperature and hope 
to see the merchants forced into the 
market immediately to replenish their 
stocks. Plainer footwear is in call, 
apparently in a study of the turn lines. 
Brilliant colors in plain patterns are 
affording the correct style in many 
lines with little ornamentation. Com- 
binations in contrasting leathers, with 
fancy heels are coming in. More nov- 
elty development is noted in the Mc- 
Kays than in the turns, but there is an 
inclination toward the less gaudy 
effects, notably the smart pump and 
sandal patterns. 


McGovern Plants Busy 


LOGAN, OHIO (UTPS)—Marked ac- 
tivity is shown at the plants of the 
McGovern-Bringardner Shoe Co. of 
Logan, and the allied factory at Nelson- 
ville, Ohio, operated under the name of 
the McGovern-Nelsonville Shoe Co., 
the former plants producing a line of 
ladies’ McKays, which retails at $5 and 
$6, while the latter plant is producing 
children’s footwear exclusively. The 
Logan plant has secured Charles O’Don- 
ald, formerly a styleman for the Fen- 
ton Shoe Co. of Columbus, to be stylist. 
M. P. Bringardner is general manager 
of both plants, while A. F. McGovern 
is superintendent. T. W. McGovern, 
president of both companies, who trav- 
els almost constantly, touching the 
larger cities in the Middle West, re- 
ports a good demand for the product of 
the allied interests. The daily output of 
both factories is 2000 pairs. 


Fisher Adds Welts 


STONEHAM, Mass.—A. Fisher & Son 
are adding to their production a new 
line of Goodyear welts, in sport and 











dress styles, for women, 
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Mesh M 


“She wuatiite in beauty,” 
SUSIE 


MODEL 7653 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


VERY ULTRA AND CHIC IS THIS BLACK PATENT LEATHER 
STEP-IN PUMP WITH PARCHMENT KID FITTING AND BIND- 
ING--OUR 400 LAST 20/8 SPIKE HEEL. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


ALSO MADE IN OTHER COMBINATIONS 
OF LEATHER CANNOT BE MADE IN FABRIC. 


BRAUER BROS. SHOE... 


ST. LOUIS, U.S. A. 
FASHIONERS OF WOMEN'S NOVELTY SHOES 











3 Ws LENOX 


MISSES’, CHILDREN’S 


and 


GROWING GIRLS’ 


SHOES 


The Brace Pattern The Keystone Pattern 


7: nsx | 


4602 8% to l1l..... ' $2.00 rter Strap and Cut Out. 
5602 11% to 2 2.20 | These striking styles for Spring Quaser ° 
4589 8% co ll 


8602 2% to 6 (Covered Heel) 2.85 | are ready for immediate ship- 5589 11% to 
ment. They will mean good | 9599 (Covered Heel) 
business for you. 2% to 6 








Cherry Red Patent 
Paisley Trim 
4603 8% ll...... $2.30 eo 
$603 11% to 2 ............. 2.50 SEND FOR DETAILED — oe 
8603 2% to 6 (Covered Heel) 3.25 STYLE FOLDER Paisley Strap and Cut Out 


Same Pattern in Roseblush ere 4598 8% to 11 
and Parchment SAMPLES SENT 5598 11% to <a 


8% to 11—$2.15, 11% to 2—$2.35 AT OUR EXPENSE 5 21 6 2.75 
2% to 6 (Covered Heel)..... 3.00 — does et eg 


WEIMER, WRIGHT AND WATKINS _§ | “tessy Patent Vamp and Quarter, 


Paisley Strap and Cut Out. 
39 S. SECOND ST. PHILADELPHIA, PA. 4599 8% to 11 


FACTORY: ANNVILLE, PA. 5599 11% to 


Sole Distributors for New York and Vicinity, Merritt Elliott & Co., 132 Duane St., 
New York, N. Y. % 6599 (Broad Toe) 2% to 6... 
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A. C. Lawrence Leather Co. 
Opens Branch in England 
The Lawrence 


Leathers, Ltd., 
an English com- 





pany with head- 
quarters in 
Leicester, is now 
being organized 
by A. C. Law- 
rence Leather 
Company of Bos- 
ton. It has been 
their policy in 
the past to sell 
A. C. Lawrence 
products in 
Great Britain to 
leather factors (we would call them 
jobbers in this country), who in turn 
sold them to the shoe manufacturers. 
In the future The Lawrence Leathers, 
Ltd., will sell Lawrence leathers direct 
to English shoe manufacturers, with 
the exception of black wax splits. 
These will be handled as usual through 
Messrs. J. Thomson & Company of 
Glasgow, Scotland. ; 

The Lawrence Leathers, Ltd., is be- 
ing organized by the European repre- 
sentative of A. C. Lawrence Leather 
Company, Joseph Weinberg. The com- 
pany will be in charge of Arthur W. 
Hunt as resident manager. He will 
complete the organization by the em- 
ployment of British people. Mr. Hunt 
was formerly credit manager of the 
A. C. Lawrence Leather Company. 


Arthur W. Hunt 


Boston Factories Are Busy 
on Late Spring Runs 


BostoN—Factories are rushing on 
spring orders, and reports from many 
indicate capacity operation. For in- 
stance, one plant manufacturing wom- 
en’s and growing girls’ welts for the 
wholesale trade, is turning out 1000 
pairs of women’s and growing girls’ 
shoes, which is keeping everv machine. 
its entire force, and many extra work- 
ers, busy. This concern’s executives 
state that patent leather straps and 
tan crépe soled oxfords are strong in 
the demand. Another nearby concern 
making both men’s and women’s shoes, 
reports “working to capacity, produc- 
ing 600 pairs of fine welts, including 
many sport numbers.” Still another 
nearby concern, makin» men’s fine 
welts, operating at capacity, say that 


they have made more shoes since the | 


first of January, 1927, than for any 
corresponding period since 1919. 

A firm making women’s novelty 
McKays, selling to both the wholesale 
and retail trade, is speeding up to the 
limit on straps and pumps in a wide 
variety of the new shades in kid, and 
in black patent leather, while a daily 
productien of over 3400 pairs has been 
reached by another local concern mak- 
ing women’s McKays for the jobbing 
trade. 

Fancy embossed designs in kid are in 
demand; black kid is good in several 
grades, but brown kid is the color on 
which trade interest is centering, and 
promises to be a good fall seller. In 








New Brown Shoe Catalog | 


| 
St. Louis—General catalog No. 60 | 
has just been issued by the Brown | 
Shoe Company of St. Louis and fea- 
tures in four colors many of their 
novelty numbers. The issuance of the 
catalog has materially increased the 
mail order business and on one day 
1400 such orders were received. The | 
March shipments were over $3,500,000, 
approximately those of a year ago. 
Frank James, sales manager of the 
company, says they expected to show 
a nice increase in April. 


APRIL 





Patents Still in Demand; 
White Shoes to Come Later 


MILWAUKEE. Wis.—Patents are more | 
in demand than any other color in la- 
dies’ footwear at the Rich Shoe Co., 
Milwaukee, according to Fred W. Cal- 
lies, while the colored kid business has 
slowed up materially during recent 
weeks. The patents are selling in 
larger lots than they have been here- 
tofore, Mr. Callies reported. Of the 


colored business the light parchments | 


leaders while rose:lush has 


are the 
It is very hard to 


decreased in favor. 


predict which colors will be the fa- | 


vorites in the future said Mr. Callies. 
Whites may take the lead as the 
weather becomes warmer. The single 
strap in buckles and slides is the best 
style right now at the Rich company. 
Pastels are still selling well at the 
Huth and James Shoe Manufacturing 
Co., and roseblush shades are also be- 
ing made, but patents in plains and 


trims are leading, while black calf is | 


showing decided strength, E. C. Huth 
reported. Pumps and straps are mov- 
ing the best in the styles. 


The Weyenberg Shoe Manufacturing | 


Co., received the greatest amount of 
mail orders from the trade in the last 
neriod than it had for the 


ager, said, and he believes that this 
indicates the retail merchants are will- 
ing to buy for stock now. The new line 
of. fall colors is being shaded down to 
the darker tans and blacks, according 
to Mr. Dempsey. For immediate de- 
livery, the light tans are being taken 
in good quantities. 


The Kozy Komfort Shoe Manufactur- | 


ing Co., which manufactures a com- 


plete line of all kinds of slippers is far | f 
permit the turning operation 


ahead of 1926 in volume according to 
Gilbert Mueller. New styles have been 
added to the line, he said, and the com- 
pany is anticipating a good increase on 
the sale of these models. 


Styles Well Spread Out 


LYNN—Arthur Harney of the Har- 
ney Shoe Co., home from a trip, says 
that blacks are strong, whites are ~ain- 
ing, and that most every order is 
brightened up with a liberal selection of 
colors. 


When you change your hat, 
May 15, why not change your 
shoes? 


ysecanenngnnenen octzoa i gnnntspennan en canan snag 


‘store reeves 


past few | 
months, Robert Dempsey, sales man- | 


200000 OER, 


16, 1927 


White Demand Expected 
to Exceed Anticipations 


St. Lours— 
“Our business 
during March 
showed an in- 
crease,” says 
Harry G. Johan- 
sen of Johansen 
Bros. Shoe Co. 
“The gain was 
noteworthy in 
view of the fact 
that the same 
month of last 
year was a re- 
markable one in 
point of sales. At 
present we are well booked with orders, 
our delivery dates being four to five 
weeks after receipt of order. 

“There is a style tendency at present 
which is outstanding in our business 
for patent first, black satin second and 
white kid third. Black satin has not 
received much prestige from retail mer- 
chants lately but our order sheets are 
showing a decided pick-up in this field. 

“White is going to be better than we 
had anticipated it a few months back. 
Retail merchants are sharing this feel- 
ing and we find smart operators giving 
white more consideration at this time 
than they were a month or six weeks 
back. We don’t believe this business 
will be large, but our idea is that it 
will be better than what we had antici- 
pated it some time ago. 

“The unit order appears to be health- 
ier and apparently operators are buy- 
ing with greater confidence.” 


H. G. Johansen 


Patent on Machine Guard 


HAVERHILL — A _ patent has been 
issued through Attorney L. H. Harri- 
man to R. Howard Pettingell of the 


| Pettingell Wood Heel Co., this city, on 


a guard for wood heel turning ma- 
chines. For some time the accident 
liability companies have desired some 
form of guard for the two rotary cut- 
ters of these machines. The overator 
is obliged to work with his hands in 
close proximity to these cutters, and 
the machine is regard as a big indus- 
trial hazard. Mr. Pettingell has de- 
signed a guard which seems to fulfill 
all the requirements, automatically 
shielding the cutting blades from the 
operator. The guard moves aside to 
but im- 
mediately returns to its shielding po- 
sition as the jack moves back to its 
operating position. The device is sim- 
ple and may be applied to any turning 
machine. 


Stern Wins Meis Contest 


CINCINNATI— Lou Stern of the 
Charles Meis Shoe Company, of this 
city, was winner of the recent contest 
staged by the company on “Happy 
Days,” misses’ and children’s shoes. 
He was presented with a shark trimmed 
traveler’s case, completely fitted, bear- 
ing his initials in monogram and the 
words, “Happy Days.” Mr. Stern has 
headquarters at Louisville, Ky., and is 
well known to the shoe trade in that 
vicinity as well as in Indianapolis, Ind., 
where he also maintains a show room. 

The company is now staging a new 





sides, sport elk in colors is active. contest, this time on men’s shoes. 
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The Deauville Sandal Ensemble 


Beautifully made DEAUVILLE SANDALS, 
protected by U. S. Pat. Off. registration, 
with hand bags to match have already 
taken big throughout the country. 


Now GoL_o presents the DEAUVILLE sport 
They go with those set—Deauville Sandals, with sports belt 
and a novel envelope bag to match. 





“Tomboys” are for the young steppers we 


used to call “flappers.” 
snappy flannel skirts—the kind with a hip 
pocket. Tomboy time is outdoor time—and h 
it’s here. “Tomboys” sweeten up a stock of DEAUVILLE SANDALS with Bags to match 
dress shoes, opening up new avenues of are available in 8 different color combi- 
profit at this particular season. 

Yours for more profit, Show these for Easter and You'll Profit! 

Geo. M. Rosen, Genl. Mgr. ; 


Tomboys are Goodyear Welts 
and are In Stock 
Grey Calf, Rubber Wedge Heel ‘i 
Parchment Calf, Rubber Wedge Heel 
White Elk Vamp, Patent ee 
; REG.U.S. PAT. OFF. 


nations. 


Rubber Wedge Heel 
Parchment Calf, oso Wingfoot’’ Heel 


Parchment Calf, Crepe Sole 
All White . Crepe Sole 
00 


Band C wide 


MERCHANTS SHOE CO./GQIQ SLIPPER COMPANY 


57 Lincoln St. Boston 129 DUANE ST. NEW YORK 
Branch Sales Office—1634 Republic Bldg. 
CHICAGO, ILL. 














April 16, 1927 BOOT AND SHOE RECORDER 














Patent Leather Renewer 
































In response to an ever increasing demand we are now offering a con- 
venient two ounce bottle of Repco Patent Leather Renewer for home use. 


Repco Patent Leather Renewer is used for repairing, refreshing and 
refinishing patent and enamel leathers, black celluloid covered wood 
heels, rubbers, etc. It is easy to apply and gives a bright, jet black finish. 


Packed with a brush in individual cartons, one dozen to a container. 


Recommend this renewer to your customers. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. | 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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Many black Satin---” 


quoted by permission from HARPER’S BAZAR 
Trade Service Bulletin—May, 1927. 


The outstanding feature of the spring silk business, as 
reflected in the demands of the manufacturers of dresses 
and coats, as well as in the yard goods departments; 
has been the popularity of satin faced materials — 
especially black. Quite logically the influence of this 
trend is developing a demand for BLACK SATIN FooTWEar. 


DARBR@K SHOE SATINS 


GD IZ 


SCHWARZENBACH, HUBER & CO. 


462-478 FOURTH AVENUE 
NEW YORK CITY 


Represented by: 
W. A. GaLLup—Cincinnati, Ohio T. F. Leary—Boston, Massachusetts 
Hentey & McGacuey—St. Louis, Missouri D. J. Finn—Philadelphia, Pennsylvania 
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Play 
the Game! 
Rubber 
Soled 
Shoes 
Sell Big 
Thro’ 


Sport 
Trims 


PRING is here, with sports 

and sport rubber soled shoes! 

Wide-awake retail shoe mer- 
chants and department store execu- 
tives are catering to golfers, to ten- 
nis players, and to all sport apparel 
devotees. This was the thought of 
H. P. Bluestein, manager and win- 
dow trimmer at Wilbar’s Shoe Store, 
Boston, when he installed the golf 
shoe window shown on this page, 
and sold more pairs of rubber soled 
sport shoes as a result. He gave his 
window a realistic atmosphere and 
colorful tones. He introduced a 
scenic background showing a red 
roofed club house, with green trees 
and green grass. A “walk” through 
the trellised gateway was made of 
real pebbles. He displayed a golf- 
er’s kit, and “talked’’ in popular 
terms about sport shoes and hosiery 
to correspond. He featured rubber 
soled shoes in shades of beige and 
tan, to harmonize with the beige and 
green, or beige and blue, of the 
young women’s new golf suits. He 
believes in the big sales possibilities 
of rubber soled shoes and rubber 
footwear generally, and is always on 
the alert for the newest modes in 
the rubber shoe lines. 


NY retail shoe merchant, large 
or small, can easily arrange a 
sport shoe window by the introduc- 
tion of grass rugs, small stones or 
ordinary dirt “walks,” a mirror or 
two to imitate a pond ora brook, and 
rubber soled sport shoes posed ar- 
tistically beside sport hosiery. A 
miniature canvas tent in one corner 


BOOT AND 


Bluestein, manager 


SHOE RECORDER 


A golf shoe window, in which popular-priced rubber soled shoes for the young woman 
and her mother were featured by Hy. P. 


and window trimmer of 


Wilbar’s Shoe Store, Boston. 


of the window, or a background of 
gay striped awning cloth, will add to 
the consumer interest. Rubber solés 
in the cool looking crépe, or in the 
many geometric designs worked out 
in the bright reds, grays, blacks and 
other colors of the other various 
varieties of sport soles, are in them- 
selves a window attraction and set 
off as well as are emphasized by the 
other items of the trim. 


HE James McCreery & Co. of 

New York keeps posted on the 
walls of its display department a 
list of fundamental rules on window 
dressing. Among them are: 

Show windows are the best ad- 
vertising space in the building. 

Arrange a window so that it shall 
be a simple plan of easily grasped 
effects. 

In each window, as far as pos- 
sible, strive to make the colorings 
harmonize and convey a similar 
idea. 


NE of the suggestions which re- 

tail shoe merchants may get 
from the above rules is: Do not con- 
fuse the public by putting all types 
of your men’s or women’s shoes into 
one window. Trim your windows 
often, and every once in a while try 
a sport shoe trim, featuring rubber 
soles; another week, strictly dress 
shoes might be featured; another 
week, strictly walking shoe types. 
Drive one idea at a time home to the 
public—and change trims fre- 
quently. Some of the big depart- 
ment stores, with a half dozen or 


more windows at their disposal, vary 
their displays every day, and if a 
certain window does not produce a 
certain amount of money by a cer- 
tain time of the day after the night 
trim, the entire window is complete- 
ly rearranged. 


ENNIS shoe windows are easily 

effected and attract general at- 
tention. The New York office of the 
Cambridge Rubber Sales Corpora- 
tion at 127 Duane Street recently 
installed two model display windows 
for the benefit of retail shoe mer- 
chants—one, on their canvas tennis 
shoes, with baseballs and bats and 
the other paraphernalia of the dia- 
mond; the other window contains a 
display of Raynboots, featuring the 
popular numbers of the past season 
and some new numbers in various 
colored tweeds. A brand new num- 
ber shown is the Presto Automatic 
Gaiter, in both the Raynboot height 
and the three-quarter height, called 
“The Buccaneer,” and also in the 
full height patterns. 


ND after you have tried a rub- 
ber soled sport shoe window. 
and the tennis shoe window with 
nets and racquets, there is the spring 
fishing window, with long and short 
rubber boot models and laced Barker 
boot models, which: can be effectively 
shown beside the gay golf hose with 
colored tops. Rods and reels, a fish- 
erman’s net, a staunch basket, a 
knife or two, a fly book, green 
grass and “mirror” rivers add to the 
realism of the display. 
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WHERE TO BUY 


Men’s Shoes Ask Us 


Another 


By W. T. HOLLIS 
Vice-president and Sales 
Manager of the C. D. Kepner 
Leather Company 


RADE ONLY” 


EAST WEYMOUTH. MASS. U.S.A. . Why do side leathers wear so well? 


- Side leathers wear well because the animals have reached 
maturity, making the hide of great strength. 

. What is the meaning of L., LM., M., MH., and H. in leathers? 

- The weights of leather are Light, Light Medium, Medium, 
Medium Heavy and Heavy, and are referred to by the initials. 
However, they have no standardized value, for one tannage 
might have one scale of heavy, or light or medium weights, and 
another tannage, another. As there is a very wide variety of 
tannages, it is obvious that the terms LM. and H. cannot have 
a general meaning. 


. Why do side leathers sell in such large volume? , 

. Side leathers sell in such large volume because of their good 
appearance and long wearing characteristics, and because of 
their medium price. 

. What is the domestic production and sale of side leather? 

. The domestic production and sale of side leather is approxi- 
mately 18,000,000 sides a year—or 9,000,000 hides a year. 

. Are there many fancy designs and colors made in side leathers? 

. Yes, there are a thousand and one different designs and colors 
made from side leather—and yet we have only begun to pro- 
duce these varieties. As for instance the popular gingham 
mesh, the lizard, the frog, the alligator and other novelties, 





HENRY LILLY CO. 
110 Duane St. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 























E 
M. A. PACKARD CO., Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 
A. B. NETTLETON CO. 


w. W. COOK, Presidents 
N. Y., U. 8. A. 
MBR’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers ef 


MEN’S FINB 
































almost without limitation. 




















G. F. Bossert, Official of 
Pfister & Vogel, Is Dead 


MILWAUKEE, WIs.—Gottlob Fred- 


erick Bossert, sixty-three, general 
superintendent of the Pfister and Vo- 
gel Leather Co: of Milwaukee until his 
retirement in 1922, died at Columbia 
Hospital here on April 3, after an_ill- 
ness of about three weeks. Mr. Bos- 
sert was a life-long resident of Mil- 
waukee and prominent in industrial 
and fraternal life. He continued to act 
as a member of the board of directors 
of the Pfister and Vogel company until 
his death. 

He was graduated from the German- 
English academy in Milwaukee in 1880, 
and received his training in chemistry 
and tanning at Vienna, Austria, and 
Stuttgart. He was a member of the 
Old Settlers’ Club, Aurora Lodge, F. 
and A. M., Ivanhoe Commandery of 
Knights Templar, Milwaukee Athletic 
Club, City Club, Izaak Walton League, 
and the Ozaukee Country Club. He is 
survived by three sisters and three 
brothers. Burial was in Forest Home 
Cemetery, Milwaukee. 


E. M. Rickard Home Again 


HAVERHILL—Edward M. Rickard of 
the Rickard Shoe Company has re- 
turned from Hot Springs, Va., where 
he is an annual spring visitor, and has 
resumed his factory duties much im- 
roved in health. The Rickard turn 
actory has been very active in the 
roduction of Easter merchandise and 
is now featuring a smart spring line 
of sports wear. 





Stephens Off to Europe 


New YorkK—Howard Stephens, presi- 
dent of the Johnson, Stephens and 
Shinkle Shoe Co., St. Louis, and his 
family, accompanied b Bradford 
Shinkle, vice-president of the same com- 
pany, and his family, sailed from this 
port aboard the S. S. Berengeria, April 
5, for a month’s stay in Europe. They 
expect to visit London, Paris, Deau- 
ville, Monte Carlo, the Riviera and 
other watering resorts, where they will 
undoubtedly pick up many new style 
ideas. This is Mr. Stephens’ first trip 
abroad. 


M. Ornsteen Operated On 


HAVERHILL — Myer T. Ornsteen, 
president of the Haverhill Shoe Manu- 
facturers Association, and head of the 
M. T. Ornsteen Shoe Co., this city, has 
been confined at the Trumbull Hos- 
pital, Boston, following an operation. 
Mr. Ornsteen is now nearing complete 
recovery. The Ornsteen plant has been 
one of the busr*est production units in 
the local indu sy during the present 
season. The McKay line has been fea- 
turing black patent and black satin. 
The turn line recently added is being 
developed with success. 


Off for Europe 


Boston—S. Agoos, president of the 
Standard Kid Co., sailed from New 
York on the S. S. Mauretania April 13. 
Mr. Agoos will make a business trip to 
Southern Europe, and will be away 
from “The Hub” for about six weks. 
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Men’s Shoes 
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Uncle Dudley Is Back on the Job 


WEL boys and girls, here I am once more after a siege of the “flu.” 

Had quite a tussle with the darn thing but pulled through O. K. Still 
a little pale around the gills and weak on the pins but able to think and talk. 
Here’s one thing that I want to get off my chest. I have heard it from my 
boyhood days and it has never gone stale with me. 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Ine, 
South Weymouth, Mass. 


“Truth is a Divine Attribute.” It’s the easiest thing in the world for a man 
or woman to slip into the habit of telling a little fib once in a while. We 
shoe people kid ourselves into thinking that we have to lie a lot to sell shoes. 
That’s a fact—sometimes. A white lie that makes someone else a little 
happier, a little more contented, is all right. We all have times when we 
just have to dodge the truth. If we did not we would make a lot of folks 
miserable. But the lie that I cannot stand for is that one wherein a man de- 
liberately misrepresents. For instance, telling a customer that a shoe is a 
welt when it is something else. Or telling a customer that it is genuine 
something-or-other when it is something else. Such lies will find you out 
eventually and hurt your standing every time. 
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50 STYLES IN STOCK 
Ready for Delivery on the Dot 


EMERSON SHOE MFG. CO. 
Rockland, Mass. 
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Saying to a customer: “The shoe is a perfect fit,’ when you know that it 
is a rotten misfit, will get you nowhere in the finals. Telling a woman that 
she has a high-priced foot is another whopper that ought to be marked off 
our slate. Just because we cannot fit her in the kind or price she wants does 
not justify us in trying to high pressure the customer into paying more than 
she can afford. Lots of sales people do that. And the woman, nine time out 
of ten, is sore for the balance of her life. She will never come back to have 
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HAND LASTED 


that repeated, you can gamble on it. 


Uncle Dudley 
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Chemist Boosts Calf 


RocHester, N. Y. (UTPS)—Mem- 
bers of the shoe industry manifested 
much interest in the address here this 
week of Dr. John A. Wilson, before the 
Rochester section of the American 
Chemical Society. 

Dr. Wilson advocated calfskin as the 
ideal leather for shoes, since this al- 
lowed 80 per cent moisture evaporation 
from the foot as compared with 20 per 
cent for cordovan leather and 5 per 
cent for patent leather. 


He discussed the relation of skin and 
leather and spoke of the achievements 
of science and chemistry in the leather 
industry. 


Adds Shoe Department 


CLEVELAND (UTPS)—Will C. Eng- 
lander’s haberdashery, 105th Street at 
Euclid Avenue, Cleveland, Ohio, has re- 
cently expanded to include a new shoe 
department. This department is at- 
tractively built-in at the rear of the 
store and includes 500 square feet of 
balcony space. High quality men’s 
shoes are carried here and one pair of 
every style is displayed on its box, 
which is partly withdrawn from the 
compact shelves. Thus the various 
modes are readily available for the in- 
spection of the trade. Clubby chairs 
and a cozy atmosphere add to the ap- 
peal of this Ittle shoe department. Res- 
ervations have also been made for im- 
mediate enlargement when the trade is 
further established. 





COTTE mening 


Brockton Finds Improved 
Call for Better Grades 


BrocKTON—There was further grad- 
ual gain in shipments of shoes from 
this center this week, job shoe plants 
showing good gains in production, 
while orders for the better shoes were 
the most encouraging in several weeks. 
Salesmen in the Middle Western and 
far Western field reported very good 
sales. 

Blacks both for men and women 
showed unusual strength, with patent 
and suedes for women being the 
wanted leathers. Men’s blacks are 
mostly in calf with some patent. Light 
colored leathers for women are begin- 
ning to run behind the tan shades and 
the call has not been so heavy for 
weeks. Pumps are having a good run 
now, although there are some nobby 
ties in new orders. 


Take Over Newcomb Depts. 


DETROIT—The managers of the shoe 
departments of the J. L. Hudson Co. 
have taken over the management of the 
departments in the lately acquired New- 
comb-Endicott Co. R. L. Thompson has 
charge of the women’s department on 
the third floor, and J. Mitmesser, of 
the men’s department on the main floor. 
Leo Dillion, for some time manager of 
these departments, could not be 
reached, but it is reported to be con- 
templating the purchase of a downtown 
shoe store, although it is known that he 
has extensive real estate holdings and 
has a liking for this branch of business. 


Bion F-REYNOLDs Co-~us, 
BROCKTON, MASS. 
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Heel Protectors 
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A PROFIT MAKER 
te retail at 
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Miscellaneous 





ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 











STUDY CHIROPODY 


Make $5,000 to $15,000 a Yea 
Become « Doctor of eal Chi 


ext > r. Op 
while studying. Write for catalog. 








ILLINOIS COLLEGE OF CHIROPODY 
1327 N. Clark Street, Chicago 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





turn; rubber heel; 
rights and lefts: 3 te 8. 


WM. SUMNER SMITH 











l itl he Jie age 
Intl’ < 
75 Front St. 
klyn 
tes. lew York 
~ 
PMU er AT, 


Novelty Slipper Co. 


Makers of 
Beudoir Slippers of the 
Better Kind 


121-1381 West 19th Street 
New York City 


Soe they, 


The Quality 
Pullman Slipper ay: 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 

















Brass Bros. & Feinroth, Inc. 
62-56 Garden St, Brooklyn, N. Y. 


Novelty Mules—D’Orsays for the 
Exclusive Trade 








avt 








PARISTYLE FOOTWEAR MFG. CO., INC 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 1116, 1328 B’way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 





| Columbus, 
Scott” line in Ohio. 


| were attracted by the style 
Carnations to the number of 2000 were 











Men's All Leather House Slippers 
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ENBERG SHOE CO. 
. Srd St., Philadelphia 
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Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














John Slater Recovering 


New YOoRK— 
John Slater of J. 
& J. Slater, and 
former president 
of the National 
Shoe Retailers As- 
sociation, is spend- 
ing a few hours a 
week at his office, 
after an absence 
of more than two 
months. Mr. Sla- 
ter underwent an 
operation for a 
carbuncle early in 
February and his 
recovery has been slow. His many 
friends are glad to know that he is 
now able to again assume a part of 
his duties. His absence from his of- 
fice and from the meetings of the New 
York City association’s functions for 
the past two months, has been keenly 
felt. The Boot “& SHoE RECORDER 
joins his many friends and associates 
in extending him a glad welcome back 
to health. 


John Slater 


H. & W. Stage Style Show 


MANSFIELD, OHIO (UTPS)—The first 
style show given by a retail shoe estab- 
lishment in Mansfield was started on 
the evening of April 7 by the H. & W. 
Boot Shop. The store was decorated 
for the occasion and a runway was 
provided through the center part of 
the store. Ladies’ shoes were modeled 
by Misses Hilda and Frances Zeller 
while children’s footwear was modeled 
by Miss Wilda Hock, the seven-year 
old daughter of Richard Hock of 
who carries the “Great 
Mr. Hock is also 
secretary of the Ohio Shoe Travelers’ 
Association. More than 2500 people 
show. 


given to the ladies. 


Sidell Opens “Glovegrip” 


CoLuMBUS, OHIO (UPTS) — The 
Creighton-Sidell Shoe Co., recently in- 
corporated with a capital of $10,000, 
has opened a retail shoe store at 54 
East Broad Street, under the name of 
the “Glovegrip” Shoe Store. Henry Si- 
dell, who was with the Bates Shoe Co. 
for a number of years, is active man- 
ager of the company. The “Glovegrip” 
line of ladies’ shoes is handled. Other 
incorporators are O. R. Creighton, 
Elizabeth Corey, S. H. Sidell and Ma- 


| belle Sidell. 


Coulton & Seip to Quit 


CHILLICOTHE, OHIO (UTPS) — The 


| Coulton & Seip Shoe Co., which is one 


of the oldest jobbing houses in central 


| Ohio, announced that it will liquidate 


its business and retire. 

The retail store operated by A. Her- 
man in Chillicothe has recently under- 
gone extensive changes and a new 
front has been installed. The store 


now compares favorably wit st | 
Pp y with the best | Alphonse M. Rodier 


retail establishments of the country. 
Austin Herman is the proprietor. 








Craddock-Terry Plans 
to Transfer Production 


RicHmMonp, Va. (UTPS) — Charles 
G. Craddock, president of the Crad- 
dock-Terry Shoe Company of Lynch- 
burg, Va., has announced that several 
lines of shoes now being made in its 
Western factories will be transferred 
to the Lynchburg factories of the com- 
pany. This will necessitate the trans- 
fer to Lynchburg of a considerable 
number of lasts and other equipment 
from the West. Most of this will be 
done this month, it was said, so that 
the lines may be made at Lynchburg, 
the new run starting April 25. 

Changed buying conditions have 
caused the company to arrange for 
summer vacations this year in April 
and the factories will close around 
April 15 for ten days to two weeks 
Heretofore, the vacation period has 
been in July. 

Regarding the transfer of the St. 
Louis plant to Lynchburg, Mr. Crad- 
dock said: “It may take a few weeks 
to get the factories up to full produc- 
tion. Indications are that with this 
increased volume transferred to Lynch- 
burg, the factories will then have, in 
all probability, the steadiest and larg- 
est production they have ever experi- 
enced.” 


Drake & Smith New Firm 


RICHMOND, VA. (UTPS)—Drake & 
Smith, Inc., of Norfolk, Va., with capi- 
tal stock of from $5,000 to $25,000, has 
been granted a charter by the Stat 
Corporation Commission to engage in 
the wholesale and retail shoe business 
The officers are Hurley T. Drake 
president; Margaret C. Drake, secre- 
tary, and E. G. Smith, all of Ports- 
mouth, Va. 


To Open Third Store 


CoLtumsBus, OHIo (UTPS) — Braw 
ley’s Inc., which has been operating 
two retail shoe stores in Columbus 
will open the third store on Arlingto1 


| Avenue, Upper Arlington, a suburb of 


Columbus about April 15. A _ larg: 
store room has been leased and fitted 
up for the business. Gordon A. Braw 
ley is at the head of the three stores 
The other stores are at 2009 North 
High Street, and 1545 East Mair 
Street. 


Manages Red Cross Dept. 


« WORCESTER 
Mass. — Alphons« 
M. Rodier is man 
ager of the new 
Red Cross shoe de 
partment recent); 
opened in Stay 
man’s Ready-t: 
Wear store hers 
He has a wide ac 
quaintance in Wo 
cester havin; 
served in the W 
J. Woods Compan) 
store here, and fo 
the last four year 
in Wilbar’s store. 
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Getting a Real Net Profit 


[CONTINUED FROM PAGE 59] 


The selling cost was increased, as 
every pair of the lot carried a 50- 
cent P. M. That item, however, was 
necessary in the merchandising 
scheme of things, as shoes must be 
out of the store in a four-month 
period. If Brother “B” had bought 
48 pairs of shoes that moved slowly 
they would have stayed on his 
shelves from one sale to the next, 
with his overhead costs on them 
pyramiding. 

When these shoes were marked 
down to $7.85 the cost was also 
marked down to $5.00, and a fur- 
ther cost markdown of a dollar was 


taken when the reduction was made 
to $5.95. This does not show on the 
style record sheet, because all mark- 
downs and mark-ups are recorded in 
a separate book. It is only fair that 
when a good purchase is made the 
cost be changed to a fair market 
price, so a mark-up is taken. Natur- 
ally, the mark-downs exceed the 
mark-ups between physical inven- 
tories. 

“Shoes are worth what they will 
bring, not what they cost,” explained 
Mr. Saxon in stressing not only the 
need but the necessity of constantly 
watching stock. 








Collar Heads Wisconsin 
Convention Committee 


MILWAUKEE—Charles Collar of Gim- 
bel Bros., Milwaukee, and president of 
the Milwaukee Shoe Retailers’ Associa- 
tion, has been appointed general chair- 
man of the 1927 convention of the Wis- 
consin Shoe Retailers’ Association. A. 


B. Caspari of Caspari and Virmond, | 


Milwaukee, who had been appointed, 
resigned the chairmanship. 

The convention will take place in the 
Milwaukee Auditorium, according to 
Mr. Collar, on Aug. 2, 3 and 4. A style 
show will probably be held one night of 
convention week at the Auditorium, 
with several retailers in Milwaukee 
participating. 

All directors of the Milwaukee asso- 
ciation are to be members of the con- 
vention committee, said Mr. Collar, and 
further appointments will be made 
later. 

The convention headquarters have 
been established at 433 Caswell Block, 
Milwaukee. 


Douglas Store Moves 


ROCHESTER, N. Y. (UTPS)—W. L. 
Douglas Shoe Co. has moved to its new 
store at 79 Main Street East, marking 
the return of this company’s store to 
Main Street after an absence of several 
years. The store previously was lo- 
cated at 50 Main Street East, but dur- 
ing the past few years had been located 
at 53 State Street. 

The new location is considered more 
advantageous, not only being more con- 
venient for regular customers, but in 
a position to get more transient trade. 
It is attractively fitted out. The dis- 
play windows, which are of the latest 


type, facing both the street and the | 
long vestibule leading to the entrance, 
mark a new departure for the Douglas | 


stores, according to Joseph Bach, man- 
ager of the Rochester store. The 
Rochester store, he said, is the first to 
have this new type of display windows. 





Shirk and Rohrbach Open 
New Store in Allentown 


ALLENTOWN, Pa. (UTPS)—“The 
Booterie” is Allentown’s newest shoe 
store. It was opened on Saturday, 
April 2, at 927 Hamilton Street, with 
an extensive stock of women’s foot- 
wear. 

Gilbert F. Shirk and Edward Rohr- 
bach are the proprietors. The store is 
located on the main business street, on 
the fringe of the commercial section, 
where the better class residential area 
begins. 

Both young men received a thorough 
knowledge of the trade through their 
connection with the Wetherhold & 
Metzger Shoe Store, the largest in Al- 
lentown. Mr. Rohrbach specalizes in 


| window dressing, while Mr. Shirk is 


expert on women’s modes. 

A vigorous advertising program is 
planned by the young men, together 
with an artistic setting for their stocks. 


Increases Hosiery Business 


EL Paso, TEx.— The Popular Dry 
Goods Co., the second largest depart- 
ment store as to floor space in The 
Lone Star State, recently added a two- 
story and basement, 40 x 80 corner, 
which now gives this house a complete 
half block. In addition to the hosiery 
department on the main floor, there is 
also a small L-shaped hosiery depart- 
ment on the second floor, operated in 
conjuction with the shoe department. 
Maurice Schwartz, general manager, 


recently told a RECORDER representative | 


that this L-shaped hosiery department 
had added from $75 to $80 per day to 


| the store’s hosiery business. 


New Shoe Stores 


Edwin Clapp & Son, Inc., Walnut 
St., Hewson Building, Kansas City, Mo. 
(In new location year’s lease.) 

Phil Friedman, Sandersville, 
shoe department. 


* 





WHERE TO BUY 


Women’s Novelties 


Patent Sandals :— 
Plain and trimmed 
in stock. Samples 
sent and returnable 
our expense. 

Cohen Shoe Co. 





Latest Styles at 
Popular Prices 
ays in Stock ~ 
143 ST.~NEW YORK CITY 











WHERE TO BUY 
Ballet Slippers 





HAND TURNED, BLACK KID 
BALLET SLIPPERS 
IN STOCK 
Wemen's, $1.36; 
Misses’. $1 
Children’s, $1.25 
Mail orders 


Bempies tended va. 
ROTH & ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 








Im Stock Black Bal- 
let Slippers 


BLOG SHOE CO., INC. 
147 Deane &t., 


New Yerk, N. Y¥. 








LYONS AND COMPANY 


Heed Tero BALLETS 
o's. Miae’ (eae 
$1.45 $1.40 $1.85 

Also Hard Toes 
IN STOCK 

Bend for Samples 

128 Deane St. 
Mew York. N. Y. 


EW ALLETS 
ct Tere, Viel Kid 
Improved Ie Stock 
Seft Tee: Child's $1.18; 
Women’ 


Misses’ $1.20; e 
1.25. Hard Tee: Child’s 
; Misses’ $2.88; 








Bemplcs on Request 


ee 
py AF. YA, 
Everything le Stiggers 





Ga., | 
| 





BALLET SLIPPERS—IN STOCK 
ef the unusual kind 
Bie2 Bik. Giared Kid, Seft Tee 


im Ballet Manufacture 
241 No. 1ith Street - Philadelphia, Pa. 
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WHERE TO BUY 
Standard Shoe Materials 


oo 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 

CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Mass. 























Recommended for Counters, 
Innersoles and Heel Reinforcers, 
Pulp Products Department 
WestVirginia Pulp &PaperCompany 
Detroit NewYork Chicago 4 








WHERE TO BUY 
Children’s Shoes 








ae ELAM 99 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 














WHERE TO BUY 


Shoe Ornaments 





ZER BROT. 


Studded Heels _ 
6°8W.32ndSt.New 


Mueller Talks Credits 


Austin, Texas (UTPS)—Carl H. 
Mueller of the Carl H. Mueller Shoe 
Store of Austin attended the meeting 
of the State Retail Credit Association 
held in Houston. Mueller, who is a 
director of this organization as well as 
a director of the state organization of 
the Retail Merchants’ Association, and 
president of the Austin Retail Mer- 
chants Association, was one of the 
principal speakers at the Houston 





complaints is quite a serious prob- 
lem. A casual observer might think 
that it is not so considered here. 
Each salesman adjusts his own com- 
plaints. We have, as stated, a large 
personal trade, so naturally the cus- 
tomer goes to the man selling him 
the shoes with his grief story. If 
that salesman is required to ask 
and consult someone higher in au- 
thority, the customer’s estimation of 
the salesman drops 95 per cent. The 
first and most important item in 
settling a complaint, real or fancied, 
is to get the customer smiling. Then 
he is licked. 

“Most complaints are adjusted on 
a time basis. If a man ordinarily 





Where the Men’s Trade Thrives 


[CONTINUED FROM PAGE 55] 


gets four months’ wear from his 
shoes and comes in in two months’ 
time, he is charged half price for 
another pair. Should any question 
arise as to the price paid or the time 
worn, it is good practice to ask the 
customer’s permission before look- 
ing up the records for verification 
purposes. That goes a long way in 
killing any thought that something 
is being put over. When we think 
a shoe is at fault, it is returned to 
the maker with a request that they 
give us credit for it only if they con- 
sider that the shoe is not what it 
should be. This decision is never 
questioned, for we never fight fac- 
tories over returned shoes.” 








derson, secretary of the New Eng- 
land Shoe and Leather Association, 
for his cooperation in this move- 
ment. The following members of 
the New England Shoe and Leather 
Association participated: 

W. F. Hooley Shoe Co., Rickard 
Shoe Co., Bradley-Goodrich Co., Inc., 
Bresnahan Shoe Co., Rice & Hutch- 
ins, Inc., The Stetson Shoe Co., The 
Watson Shoe Co., A. E. Little Co., 
Bancroft-Walker Co., The George E. 
Keith Co., and Thomson-Crooker 
Shoe Co. 

Men’s shoes were displayed, in 
connection with women’s shoes, in a 
large and well lighted case, placed 
conspicuously at the entrance to the 
auditorium. Among the men’s shoes 






Using Theatres to Sell Shoes 


[CONTINUED FROM PAGE 56] 


shown were those of Edwin Clapp 
& Son, Inc., M. A. Packard Co., 
W. L. Douglas Shoe Co., M. N. 
Arnold Shoe Co., Commonwealth 
Shoe and Leather Co., Regal Shoe 
Co., and E. T. Wright & Co., Inc. 

On the opposite side to the shoe 
case was. the leather exhibit of a 
wide variety of colors and patterns 
by Hunt-Rankin Leather Co., the 
A. C. Lawrence Leather Co., and 
The Griess-Pfleger Tanning Co. 
“The Styles of Tomorrow” in hosiery 
were displayed by the Ipswich 
Hosiery Co. The United Shoe Ma- 
chinery Co.’s exhibit of historical 
and antique shoes was made in a 
brilliantly lighted special exhibit, in 
the balcony of the theater. 








Austin Folk Best Shod 


AusTIN, Texas (UTPS) — Austin 
shoe merchants are feeling that they 
have at least accomplished one thing 
that adds to the fame of the capital 
city. At a recent state convention of 
the Rotary club, members from all sec- 
tions commented that Austin citizens 
were the best shod people that had 
come to the notice of these visiting 
Rotarians. 


Faver’s Has 2nd Birthday 


SAVANNAH, GA. (ore — Faver’s 
Boot Shop of this city celebrated its 
second anniversary today with special 
showings of new arrivals in seasonable 
shoes. A- number of friends called 


during the day to express congratula- 
tions. 








meeting. 





Faver’s handles only women’s shoes, 
and does not deliver goods. Since its 
opening here two years ago, it has en- 
joyed unusual prosperity. 

Mark Silvers is president and gen- 
eral manager of the firm. 


Harry Albright Dead 


_ CoLumsBus, OnI0 (UTPS)—Follow- 
ing an illness of seven years from the 
ravages of cancer, Harry A. Albright, 
one of the best known shoe travelers 
of Columbus, died at his residence on 
Berkeley Rd., April 6 at the age of 58 
years. He had carried the H. C. God- 
man line for 15 years previous to his 
retirement on account of ill health. He 
was formerly a traveler for the Wolfe 
Bros. Shoe Co., also a Columbus fac- 
tory. He leaves a widow, four daugh- 
ters and two sons. 


e 
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NEW SHOES for a NEW SEASON 


Up-to-the-minute styles for after-Easter business at prices that assure a quick turnover. The 
house that specializes on good shoes at popular prices has these and others in stock for 
IMMEDIATE DELIVERY. 


Smart styles at prices Novel styles in every 


that leave a wide mar- wanted color, leather, 


gin for profit for you. width and size. 





No. 4078—Patent Chrome One-Strap, cut-outs on vamp, 
white motched patent inlay on toe, vamp and strap, 20/8 
motched patent covered full spike heel, AA to C $4.60 


No. 4025—Patent Chrome Pump, Foulard quarter, cut-out 
vamp, gingham inlay and 20/8 Foulard covered spike heel, 


No. 4459—Patent Chrome Step-in Gore Pump, patent bow, 
AA 


$3.85 


No. 4155—Patent Chrome Gore Pump, gingham trimmed 
toe, vamp and quarter gingham trimmed Colonial tongue 
patent bow, 20/8 full spike heel, AA to C 


No. 4154—SAME, Cuban covered heel, A to C 


No. 4164—Patent Chrome Sandal Style One-Strap, fancy 
cut-out vamp and quarter, 14/8 Cuban covered heel, rubber 
top lift, A to C 


No. 4165—SAME, 20/8 Full Spike Heel, A to C 


No. 4170—Light Blonde Calf One-Strap with patented center 
buckle, tan calf toe, tan calf trimmed side and quarter, 11/8 
low tan calf covered heel, rubber top lift, A to C $3. 


No. 4169—Patent Chrome Gore Pump, brown gingham 
trimmed toe and quarter, brown cut-out buckle with ging- 
ham showing thru, 20/8 gingham covered full spike heel, 
A to C $5.35 


No. 4149—SAME, Pastel Parchment Calf, tan gingham trim 
and 20/8 gingham covered full spike heel, tan buckle, 


No. 4175—Patent Chrome One-Strap, gingham trimmed stay, 
fancy punched gingham strip on vamp, double line gimp 
stitching on vamp and quarter, 20/8 celluloid covered full 
spike heel, AA to C 


No. 4174—SAME, 


No. 4195—SAME, 
spike heel, AA to 











Make Your Selection and Send in Your Order—NOW 
A SHOE FOR EVERY SHELF IN YOUR STORE 


| 7 | ] \E CY\APAN \ 
Foot-Light—our monthly cata t I & I Vilill I] rf WCU NII LIN If you have not received your 
log—will keep you posted on copy of April Foot-Light, it 
novelties in stock, will be mailed on request. 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
Ze per word. Minimum Charge $1.25 
Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 





























SALESMEN WANTED 





SALESMEN WANTED 


LINE WANTED 




















and Buffalo corrective welts. 


to work hard for long hours. 


Many sections are open. 
from high class men. 


The United States Shoe Company of Cin- 
cinnati, Ohio, has organized a selling branch 
of their business to be operated as THE AIR 
MAIL SHOE COMPANY. 


Air Mail Shoes will all be carried IN STOCK. 

They will consist of Supreme Quality Cincinnati-made McKays 
About 25 of each. 

Territories will be closely worked. 
covered. Automobile transportation advisable. 

Salesmen should understand fine shoes and be physically able 


Selling possibilities and earning capacity very large. 
Correspondence or visits solicited 


THE UNITED STATES SHOE COMPANY 
6th and Sycamore Sts.. CINCINNATI, OHIO 





The entire country will be 








WHOLESALE SHOE SALES- 
MEN WITH SUBSTANTIAL 
RECORDS 


Three territories available. Quality 
line of Young Men’s snappy go- 
getter shoes. Will compensate 
according to established record. 
Applications held strictly confi- 
dential. We want real shoe sales- 
men. Experienced. No others 
need apply. 

Address C-725, care Boot & Shoe 
—— 207 South Street, Boston, 











FIRST CLASS SHOE SALESMAN to intro- 
duce our line of high grade baby shoes in 
New England. Also one to cover Middle At- 
lantic and middle Western States. CREST 
— CO., 20 Plymouth St., Worcester, 
Mass. 





S4! ESMAN wanted to sell popular priced line 
of high grade up-to-date men’s shoes for 
New York Eity and State. Must be experi- 
enced and know the trade. State past experi- 
ence. Address C-761, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago. 


ONEY MAKING OPPORTUNITY for a 

side line salesman for each of the follow- 
ing States: Illinois, Wisconsin, Iowa, Indiana, 
Michigan; sell popular priced line- of stitch- 
downs. Jn stock. Commissions paid weekly. 
Address C-768, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Til. 





WANTED 


Live wire salesman with women’s line 
to carry strong side line, chi dren's shoes 
in Illinois and Indiana. In stock. Liberal 
commission. References required. Ad- 
dress C-759, care Boot and Shoe 
Recorder, 189 W. Madison St., 
Chicago, Ill. 


Wanted—Line of Shoes for 
Georgia and Florida. Experi- 
enced and a following. 


Address C-750, care Boot and Shoe 
Recorder, 207 South Street, Boston, 
ass. 











WANTED by man under forty, line of shx 
for territory in New York State, includin 
central part. Have had twenty-two years’ « 
perience, sixteen on the road. Address C-7 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


“NF Re 





LD ESTABLISHED CONCERN, deali 

in imported shoe buckles, desires to carry 
line of ladies’ shoes and ladies’ hosiery. fiers 
to MR. ALBASIO, 97 Water Street, Room 
603, New York City. 


INE WANTED—For New Jersey only, 

straight commission, ladies’ turn noveltic 
or ladies’ semi-novelty welt, stouts. Addres 
C-763, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


OR 





«3 





SALESMAN with car covering Central and 
Northern New York would like to chan 
lines. Address C-760, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 





WANTED—A popular priced line of men’ 

and boys’ shoes to retail on consignment 
commission proposition. I have store room it 
good location, 4m experienced in chain store 
management; can give bond and references 
Address C-767, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


BUSINESS OPPORTUNITY © 

















Traveling Szlesmen 
Wanted 


to call on retail trade with a line of 
men’s $5 retailers and boys’ $4 retailers. 
Drawing account against commissions. 
Send references with first letter. 


Kannally Shoe Co., Newton, Ill, 











SIDE LINE MEN—Salesmen with established 
trade now traveling to carry on commission 
basis one grip of 12 men’s specialties. Carried 
in stock. Line has many patented and selling 
features. All territories. State territory now 
covered. NEW DAWN SHOE CO., Wausau, 
Wisconsin. 





SALESMEN—The biggest little side line ever 
known—“Dr. Ray’s ‘PADDLERS,’ When 
Baby Starts to Walk.” Smoothest, lightest, 
toughest, most flexible shoe made. Not a tack 
or staple used. One small case holds them. 
98% service from stock.- It costs you two 
cents for all information. Address SALES 
MANAGER, 276 Sanford St., Rochester, N. Y. 


Opportunity for 
Shoe Men 


A prominent manufacturer, estab- 
lished 50 years, making one of the 
best lines of women’s high grade 
style and orthopedic footwear, with 
largest stock service in United 
States, is prepared to present this 
exclusive franchise to responsible 
parties. Realizing there is an in- 
creasing demand for specialization 
and branded products, we are pre- 
pared to back energetic young men 
with some capital and the ability 
to visualize. This proposition is 
open and will bear close investiga- 
tion. Please give in your first let- 
ter details as to responsibility, 
amount of capital available, experi- 
ence, references, etc. 


Address C755 
c/o Boot and Shoe Recorder 








207 South Street, Boston, | 
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POSITION WANTED 


MERCHANT NEEDS 


MERCHANT NEEDS 





BUYER and Manager for a department or 
store; htteen years’ experience with medium 
and highest grade men’s and women’s shoes. 
My expericmce covers every phase ot the shoe 
game. At present assistant to a successful State 
Street buyer. Aadress C-73%, care Bout and 
_ Recorder, 189 W. Madison St., Chicago, 
Ul. 





CHAIN shoe store operator, attention! A 
man with 23 years’ experience wants to 
represent you as buyer ot women’s Novelty 
Turns and McKays in the largest shoe center 
in this country; wiil act as resident buyer ana 
follow up orders and see that you get what you 
pay for. ‘lhis is my line of business, as I have 
been an executive and manufacturer of Novelty 
Turns and McKays tor 23 years at Haverhill, 
Mass. Address C-764, care Boot and Shwe 
Recorder, 207 South Street, Boston, Mass. 


POSITION WANTED—As manager of me- 
dium priced retail shoe department; seven 
years’ experience. Acquainted with the de- 
mands and buying of ladies’ novelty styles. 
A-1 references furnished. Address C-765, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


T RAVELING POSITION—Wanted with 
concern manufacturing popular priced, 
snappy ladies’ novelties. Wide trade acquaint- 
ance in Nebraska, Iowa and South Dakota. 
References furnished. Address C-766, care 
Root sae Shoe Recorder, 207 South Street, Bos- 
ton, Mass. 


STITCHING ROOM FOREMAN, with 20 
years’ experience on men’s and women’s fine 
grade shoes, wants immediate connection. Ref- 
erences furnished. Address C-770, care Boot 
and Shoe Recorder, 207 South Street, Boston, 
Mass. 

















FOR SALE 





FOR SALE—Shoe store in one of Chicago’s 
most staple and fastest growing suburbs; 
good established trade; will invoice or close 
out stock and lease to a chain shoe store. Ad- 
dress C-769, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


IZARD SKINS—100,000 for immediate 
bookings; exhaustive range, types and 
shades; several thousand crocodile, thirty 
thousand attractive snakes. EASTERN & 
CONTINENTAL TRADING CO., LTD., 137 
Edgware ».Road, London. 











FOR RENT 





— a ER, N. 
100 CENT 1.0C ATION 

STORE AND. BASEMENT—24 x 70—or 
will divide. Vicinity other chain store con- 
cerns; immediate possession. Low rent. For 
particulars communicate CHARLES I. DAVIS 
REALTY CO., 101 N. Clinton St., Rochester, 
m. Y. 








FOR LEASE 





VAILABLE August first, successful main 

floor shoe department of one of Kentucky’s 
leading department stores, serving a _ trade 
pop: lation.of 150,000. Now selling women’s and 
children’s high grade shoes. Plenty of space 
to add men’s shoes if desired. Splendid fix- 
tures. You can step into successful going 
business. Will lease on percentage basis to 
responsible party. Address C-762, care Boot 
= Shoe Recorder, 207 South Street, Boston. 
Mass 








GLASS EYES 








GLASS EYES 


For Bunny and Kit- 
Slippers 


G. SCHOEPFER 
16-18 West 36th St., 
New York, N. Y. 








KITTEN EYES 











EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 
your part. 


Baltimore, Md.; Boston, Mass.; ory 
N. Y.; Chicago, lil.; Kansas City, Mo 
Los Angeles, Calif.; New York, N. Y.;. 

Philadelphia,Pa.; ; St.Louis, Mo.; Port- 
d, Oregon; San Francisco, Calif 


WINDOW 
DISPLAY FIXTURES 


933 ARCH ST. 
PHILADELPHIA, PA. 


SEND FOR CATAI CATALOG gs 

















Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors 

Made in all styles 
to suit any shelving 
condition. 

Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 














Information for 
Shoe Merchants 


The advertising pages of 
the Boot and Shoe Recorder 
constitute an almost inexhaus- 
tible source of information as 
to where and what to buy. 
They are worthy of your clos- 


est attention. 
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Make Your Show Windows 
Profitable These 3 Conditions 
Are Important: 


PONKEN } N Ist--A good Window 
Display Man 

2d——Change the Dis- 
a9 i, plays very often, 

3d—Use Wood Dis 

play Fixtures that are 

well made, correctly pro- 

portioned, interchange- 


Be | ome, and nicely _ fin- 


Always bear in mind that 
*‘Many Sales are Made on the Sidewalk"’ 


At half the 
rent you are 
paying, you 





would not board 
up your show 
windows, This 
means they 
have a certain 
value If neg 
lected they 
hecome very 
costly. If util 
ized right they 
can be made 
very profitable 








Ask for 
Book LI1l 
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ESTABLISHTO 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 
= 
FRANK C. MEYER Cow 
6 UL wey is ee te 
23-271 LEXINGTON AVE , BRODKLYN. NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 
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WANTED TO PURCHASE New Orthopedic Dept. STORE SUPPLIES 


Boston—A new orthopedic shoe de- 
partment has been Ts installed 
i pr ages en gop hy eee a the merger nah ee hoe oe 
ae Caulre SEee © ; Di. ay yout his space was formerly used as a stoc 
Retail or. ‘wboleenie. Short t term leases, taken — but Manager H. P. a 

your han re or phone rres- cided to convert it into an Arc rip 
SS ee ae Department. This department is fitted 

‘ins PM 7 Pam eg —a, —— up attractively, contains a doctor’s of- 
We also purchase clothing, hats, furnishing fice, with a graduate podiatrist in 
goods, ete. Dry Dock 0352 charge, a separate cashier and spe- 
cializes on orthopedic shoes, in a wide 
variety of plain and fancy patterns. 


Sell Us Your Left Over ——. 


New Y Export Purcuas' Corp. 
a 596 Broadway, N. Y. Cer Move Men’s Shoe Dept. 


tire Cash BALTIMORE (UTPS)-—The men’s / rely 

Or En Stock for shoo department af The Hub, Chasies, price tickets 

ayette an altimore streets, as 

been removed from its location just TILTS AT ANY ANGLE 

inside the Fayette Street entrance to a, Ee ee 

CASH PAID | | it biltinsSrct sti of te cone | | Ee ee ae, ik tae ee 

the Baltimore Street store of the com- wl res. 

for entire shoe stocks or surplus stocks pany. Here larger and more up-to- naNtateas —— 

Rt wlan are? ne | | ate quarters are had. The new quar. | | M.D. BOLLINGER CO. , 
toria ° . Louis, o. 

KIRSCH-BLACHER CO., Ine. and improved for the vn efficient — = 


622-624 Broadway, New York, N. Y. selling of men’s shoes. 


Phone Spring 1443 
Later erd SERVICEABLE 
MERCHANT NEEDS Fire at Diamond Store 


DENVER (UTPS)—The recent fire in 
THIS COMPLETE SHOE SET the Diamond Shoe Store, 1520 Law- 
Finishes: | Wal- rence Street, aside from the incon- 
Most renartanne © aut, ahogany, venience, caused comparatively slight 
efter over made Nature ig damage. John Barer, a clerk in the 
Ae any fixture * mediate ship. store, discovered it and placed the 
alarm; it is said to have resulted from 
COS Stem, Se. a defective flue. In order to prevent 
Send for catalogue. the fire creeping, firemen tore out fix- 

tures and stock on one side of the 
store. Sturdy metal construc- 
tion. Wood seat. Good 


ne grade rubber foot rest. Write for 
catalog showing styles and prices. 


Beal’s Quitting The Chicago Wire Chair Co. 


DENveR (UTPS)—Beal’s, 1120 Six- 682 No. Labelle St. Chicago, Mi. 
teenth Street, after completing exten- 
tensive enlargements, make _ the 
announcement that they are quitting 
business. According to the manage- 
ment. this was not brought about by 
any lack of business. but because of Large Assortment 
a very profitable deal which resulted ° 
in the sale of lease and fixtures. The of Genuine 


stock will be disposed of out of the : : : 
This Outfit Consists of the store at reductions. Alligator and Lizard Skins 


Following Brocades 
(All shoe tops adjustable) ss 










































































Add E-J Line S. Aprile & Co., Inc. 


, ee ee "> Importers 

argest shoe store, has taken on the 

commans Endicott-Johnson line, which will be G1 West 30th St. New York City 

Complete 24 pieces 3 offered to the public in the basement. 
Additional Shoe Stands 

All sizes 12”-18"-24”—$1.50 each. 
Additional Oval Slabs 


9x18—$1.50 12x26—$2.00 each 
MERCHANT NEEDS EMPLOYMENT SERVICE 
Cohen & Nathan Company 


1107 Fifth Avenue A thoroughly organized service, highly 


Pittsburgh Pennsylvania ADVERTISING NOVELTIES specialized office, established to assist tle 


employer to find the trained office, sales or 


and SPECIALTIES factory executive. Also to help qualified 


- men and women locate the particular posi- 
ater Shee flerchents COMPLETE LINE. WE HAVE IT. WE ain ne doen 

Informatio WILL GET IT. “WE WILL MAKE IT Confidentich ‘servies to emelegere wltheut cherce! 
, PETERS EMPLOYMENT SERVICE 

W. E. FOLLIS ADVERTISING SERVICE 81 State St., estan, Bact. 

159 N. STATE STREET CHICAGO ‘Congress 2870 


a ae to 
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Thrifty 
Travelers 


invariably select the Hotel Martinique 
as their headquarters in 


New York 


There’s good reasons for it. This pop- 
ular hotel offers to every guest the 


Comfort 


of home—splendid food at reasonable 
prices and “the best without extrava- 
gance” in every form of perfect hotel 
service. It will be our 


Pleasure 


as well as yours to welcome you and 
prove that you can live right at the 
right price while in New York. 


A. E. SINGLETON, Res. Mgr. 
“The BEST without extravagance” 


HOTEL MARTINIQUE 
Affiliated with Hotel McAlpin 
BROADWAY, 32nd to 33rd STS. 
NEW YORK 
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Proper Fitting of Shoes Now 
More Important Than Ever 


With new lasts being developed, with 
people’s feet showing changes because of the 
country-wide interest in outdoor activities, 
your retail shoe salesmen should know 
everything there is to be known about foot 
structure, last measurements and fitting gen- 
erally. This information can be obtained in 
concise form in the fifth revised edition of the 


SHOE AND LEATHER 
LEXICON 


A very valuable book for everyone con- 
nected with the shoe and leather industry. 
All the unusual terms, as well as those in 
everyday use—defined and explained. An 
asset to anyone who wants to read up on 
shoe and leather terms. More than a dic- 
tionary—almost an encyclopedia. 


The Price Is Only Fifty Cents 
(Cash with Orders) 


Boot AND SHOE RECORDER PUBLISHING COMPANY 
207 South Street, Boston, Mass. 











GET 
READY 
for the 


the Pioneer 
AND THE LEADER 
of the CAKE DRESSINGS 
No. 99—WHITE 


No. 95—-WEB (SAGE-GREEN) 
No. 96—KHAKI 


IN STOCK—ALUMINUM BOXED 
AND REFILLS 
Laing, Harrar & Chamberlin 


43 N. 3rd St., Philadelphia 
SOLE DISTRIBUTORS FOR U. S. A. 














od 


A Boudoir Buy 


I have been making boudoirs up to a 
standard of quality that has gained 
widespread sales for me. My business 
is dependent on repeat orders, so the 
first and subsequent sales 

must satisfy buyers. If 

you do not know mv line 

from experience with it, 

let’s get together today. I 

have a stock of ready-to- 

IN ship numbers in black and 
colored satin. Leather or 


STOCK rubber heels. 


36 Pair Cases Deliveries At Once 


If your jobber cannot supply you, write me. 


A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. es 
aks) 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 
Times Square’s Finest Hotel 
Within convenient walking distance to im 
business centers and theatres. Ideal transit facilities. 
450 Roomse—450 Baths 
Every Room an Outside Room—With Twe Large Windows 
Large Single Rooms, size 11’ 6” x 20’ with bath, $4.00 per day 
For Two, $5.00 Twin Beds, $6.00 
Large Double Rooms, Twin Beds, Bath, $6.00 per day 
Special Weekly Rates 
Furnished or Unfurnished Suites with serving pantries, $95 to $150 
per Month 











Mederately Priced Restaurant Featuring 2 Peerless Cuisine 
Illustrated booklet free on request 
CURTIS A. HALE, Managing Director 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” 


but “right”’; sold 


for the right purpose, to the right wearer, in the right fitting, for the 


* right price, at the right profit. 
The chief purpose of Tue Boot anv SHoE RecorvER 


shoe merchants. 


This is the great problem of the retail 


is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


Wuy ONLY Two SEASONS? ..... 


... More and Shorter Seasons...... 49 


Garment Trade Has Gone to a 


Five-Season Basis. 


SHoEes Not So WILD, Says PaRIs.. 


By Albert G. Laney.....:..... 50 


Fashions Displayed at Mi-Careme 


THE VOICE OF THE RECORDER... . 
WHERE THE MEN’S TRADE THRIVES. 


Extra Pair Sales the Rule 
George Muse Clothing Co. 


ES ere eer 
COLOR AS AN AID TO SALES...... 
GETTING A REAL NET PROFIT.... 


Wuart Is SELLING AT RETAIL.... 
Shoes That Are Moving, 
There and Everywhere 


Forty YEARS OF SELLING QUALITY. . 


WHo’s WHO ON THE ROAD...... 
SHOE MERCHANTS NEWS ....... 
SHOE MARKET NEWS .......... 
OTHER REGULAR FEATURES 


Usinc THEATERS TO SELL SHOES... 
WHat TO Buy THE Day AFTER 


.-. Opinions of the Editor ........ 52 


Interview with Charles P. Brady 54 
at 


A New Wrinkle in Merchandising 56 





Here, 


.... By Six Leading Merchants..... 57 
...  Cleveland’s Cinderella Shoppe .. 58 
... A Problem in Arithmetic....... 59 
cs Le BOONES BOGE onc. cciccccece 60 

B.C. Vew AveGabe . ... 5. .ccccs 66 
... News of the Travelers......... 83 
aos  Geietig: CRO TROOGOIS 6.6 5.5 oi 650% 89 
... Among the Manufacturers...... 95 





GETTING MORE 


SHOES SOLD RIGHT 
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A buying guide to 


BOOTS AND SHOES 


Alden, C. H., Abington, Mass.......... 28 
Ault-Williamson Shoe Co., Auburn, Me. .74-75 


Bancroft-Walker Co., Boston, Mass...... 9 
Baker, Geo. W., Shoe Co., Brooklyn, N. Y. 64 
Bass, Geo. H., Co., Wilton, Me........ 68-69 
a Slipper Co., Ine., Brooklyn, 
Blog Shoe Co., New York City.......... 105 
Brass Bros. & Feinroth, Inc., Brooklyn, 

We We. 29.5040 00060s 69658604006 cnbeowes 1 
Brauer Bros. Shoe Co., St. Louis, Mo.. 96 
Brockton Co-operative Boot and Shoe Co., 

EL “‘edcewapeccccesesossé 102 
Burdett Shoe Co., Lynn, Mass.......... 41 





Carter, J. W., & Co., Nashville, Tenn.. 71 
Central Shoe Co., St. Louis, Mo........ 90 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Cape. Edwin, & Son, Inc., E. Weymouth, 


Cohen, Samuel, Shoe Co., Boston........ 105 
Commonwealth Shoe & Leather Co., Whit- 
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Nunn, Bush - Weldon Shoe Co., Milwau- 
ee . SIRS ee eae 2 





Packard, M. A., Co., Brockton, Mass.. 162 

Paristyle Footwear Mfg. Co., Inc., Brook- 
SS SR tc ens dbacwdtidoheseasee és ee 104 

Premier Shoe Co., Inc., Brooklyn, N. Y.. 
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Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 


ING-SIDE for the fight. Black 

vs. Tan. Have we gone too far 

in talking blacks? Should the slogan 

have been “Patent leather after six 
o’clock ?” 


HE retail shoe salesman is hold- 

ing on to every customer who 
comes into the store to get a sale on 
the books. He is fighting for trade 
with every possible weapon. We are 
giving him a mouthful of selling 
talk for every possible argument put 
up by the customer. Just as the in- 
fantry wins battles, so the retail 
salesman wins business. Every man 
on the floor should read next week’s 
issue. 


HE high point of retail selling 

comes in the low point of shoe 
manufacture. The month of May has 
got to reach higher levels of selling 
at retail. It is the trade’s greatest 
opportunity to profit. We promise a 
bundle of real selling ideas. 
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An Easy Sale— 
An Easy Profit 


Your selling effort is incomplete—your profit possibilities 
only partially realized, if you do not urge every customer 


to protect his shoes with shoe trees. 


Really, it is an easy sale to make—an easy profit to earn. 
Miller trees are ‘‘life savers’ for shoes. You know it. Tell 


your customers about them. 


We'll gladly send you a catalog. Write for it. 


SHOE TREE DIVISION 





7 O. A. MILLER 
TREEING MACHINE CO. 


BROCKTON, MASS. 



































